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.General Agents Wanted 


Excellent Territory Open in Indiana 
and Northern Illinois 


The International Life is planning an intensive 
agency development program in the State of 
Indiana and Northern Illinois. At present there 
are general agency openings at Logansport, 
Gary, Evansville, Munsey, Kokomo and Rich- 
mond, Indiana, and Aurora or Joliet, Illinois. 





The line of policy contracts 1s complete, issu- 
ing both participating and non-participating 
business on either standard or sub-standard risks. 


New low rates on various forms of children’s 
insurance. 


A Company Willing to Pay the Price 
Required to Give Service 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 











NUMBER FOUR 


MODERN 


CRUSADER SERIES 
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How would you describe the type of 
man needed to complete this picture of 
a life insurance interview? What 
ualities ought the salesman to possess? 
hat dominant characteristics? @€ Or 


crusader—some worthy champion of 
the aged and the unprotected — is 
leatd even the simple courtesies 
that are his rightful due. @ And 
that is why the Phoenix Mutual Life 
look at it this way. If you were the Insurance Company. is never content 
prospect, to what sort of man would =" with the mere employment of men 
you be willing to entrust the future welfare and of character and proven ability. Nor with their 
happiness of your family—and yourself? @ These thorough training and equipment. € It heralds 
are questions which, more often than we realize, their coming through the printed page. It uses 
induce an interested prospect to deny an interview national advertising to make sure that when its men 
or refuse a sale. He is not sure—he does not stand in the presence of prospects they shall not be 
know — what manner of man stands before him. “unknown quantities” as impossible of recognition 
@ In other words it often happens that some modern as the silhouette drawn above. 





“a SAAh SA ea kh Was? 


PHOENIX MUTUAL LIFE INSURANCE COMPANY OF HARTFORD 
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McCULLOCH OUSTED 
AS STATE OFFICIAL 





Governor Pinchot Asked for 
Resignation of Pennsylvania 


Insurance Commissioner 





POLITICS BACK OF IT 





Einar Barford, Deputy State Secretary 
of Banking, Has Been Appointed 
To Fill Vacancy 





PHILADELPHIA, Aug. 18.—Sam- 
uel W. McCulloch, Pennsylvania insur- 
ance commissioner, was asked by Gov. 
Pinchot at Harrisbug to resign his office 
on the grounds of “ineffi- 
Mr. McCulloch followed the 


yesterday 
ciency.” 





8S. W. MeCULLOCH 


request of the governor promptly. His 
resignation followed 43 years of faithful 
service in the insurance department of 
this state. 

The real reason assigned by prom- 
inent insurance men for Gov. Pinchot'’s 
thunderbolt action is “politics,” because 
no one can point a besmirching finger 
at the fine record of “Sam” McCulloch 
as Insurance commissioner. 

Mr. McCulloch’s resignation had not 
been in Gov. Pinchot’s hands 24 hours 
before he appointed as his successor 
Einar Barford, deputy state secretary of 
banking. Mr. Barford has been deputy 
secretary of that department since the 
creation of the State Bureau of Securi- 
ties in 1923. Heisa native of Denmark, 
having been born there in 1875. He is a 
graduate of Drexel Institute of this city. 


Pinchot Gives Reason 


When approached regarding the sud: 
den expulsion of Mr. McCulloch from 
the office, Governor Pinchot said this: 
“Mr. McCulloch is correct in saying that 
he resigned at my suggestion. The rea- 








IS ON OLD LINE BASIS 


MEMPHIS FRATERNAL’S MOVE 

Columbian Mutual Life Changes 

Legal Reserve Status—Binford 
Still at Head 


to 


19.—The 
As- 


MEMPHIS, TENN., 
Columbian Mutual Life 
sociation of Memphis, 
erating as a fraternal, 
amendment to its charter and articles 
of incorporation has changed over to 
the old line, legal reserve basis and 
hereafter will be known as the Colum 
bian Mutual Life Insurance Company 

The company was founded by Lloyd 
T. Binford, who announced the change 
ot policy. It was chartered under the 
laws of Georgia in 1903. It was rein- 
corporated under the laws of Mississippi 
in 1921 and the headquarters and ex- 
ecutive offices removed to Memphis. 

The growth of the company was 
rapid that it erected a 22-story building 
at Main and Court, known as the Col- 


Aug. 
Assurance 
heretofore op- 

through an 


sO 


umbian Mutual Tower. This building 
is cne of the most attractive in the 
city. The company has in force some 


$35.000,000 of insurance, with assets ex- 
ceeding $3,500,000, and a_ substantial 
surplus for the protection of its policv- 
holders in case of any contingency. It 
also maintains full legal reserves, issuing 
only standard legal reserve life insur- 
ance. 

At a meeting of the board of direc- 
tors, Mr. Binford was reelected presi- 
dent. Other officers include Thomas A. 
Thrash and F. L. Ransdell, vice presi 
dents; George W. Clayton, secretary: 
Tohn D. McDowell, treasurer; Dr. J 
L. Andrews, medical director for the 
company. 


son is that the insurance department has 
failed to live up to the standard of 
efficiency which this administration has 
endeavored to establish for all state de- 
partments. In view of Mr. McCulloch’s 
long service I regard it as unnecessary 


to go into details.” 

When informed of the governor's 
comment Mr. McCulloch said Mr. 
Pinchot had never expressed any dis- 
pleasure with the manner in which the 
office was being conducted. He con- 


tinued: “The governor called me into 
his office and asked me to quit. He did 
not give any reason for asking me to 
resign and I did not ask him why, be- 
cause I did not give a ‘continental.’ I 
told him I would write a letter of resig- 
nation as soon as I got back to the 
office. That I did. I am willing to turn 
ove: the keys of office as soon as my 
successor qualifies.” 


Outgrowth of Bonding Probe 


It is understood on good authority 
that Mr. McCulloch incurred the gov- 
ernor’s displeasure during the investiga- 
tion which the state conducted into the 
metheds pursued by bonding companies 
in getting municipal and county business 
in Allegheny county. This investigation 
grew out of revelations following the 
collapse of the Carnegie Trust Co. 

At that time Attorney General Wood- 
ruff ordered an investigation into charges 
that Allegheny county politicians threw 
all the county and the city of Pittsburgh 





LIST M ORE E SPEAKERS | TRUST COMPANIES ARE 


PROGRAM NEAR COMPLETION 


Additional Details of Plans for Life 


Underwriters’ Convention Are 
Announced 


Aug. 19.— Working 
night and day, the various committees 
for the international life underwriters 
convention at Atlantic City in Sep- 
tember are rapidly bringing their plans 
to completion. The program committee 
hopes to have the program arrange- 
ments in more or less final form by the 
end of the week, so that they can be 
officially published in full. 


Announce More Speakers 


NEW YORK, 


In 


viously 


addition to the other stars pre- 
announced, the list of speakers 
now includes these outstanding names 
in the life insurance world: Lawrence 
Priddy of the New York Life, a former 
president of the National Association 
and one of the country’s foremost pro- 
ducers, will speak on “Carrying the 
Message of Life Insurance to the City 
Man.” Mrs. Ida K. Golden, agent here 
of the Penn Mutual, another outstand- 
ing producer, whose talk at the recent 


company convention at Swampscott 
created a_ sensation, will speak on 
“Carrying the Message of Life Insur- 


ance to Women.” “The Direction and 
Regulation of Efficiency” is the title of 
the address to be given by Raymond G. 
Gregory, head of the field training 
course of the Hart & Eubank agency 
here of the Aetna Life. 


Program for Managers’ Session 


At the managers’ session Sept. 16, 
over which session John Marshall Hol- 
combe, Jr., of the Life Insurance Sales 


Research Bureau will preside as chair- 
man, the following topics will be dis- 
cussed: “Securing Agents,” by Miss B. 
B. MacFarland, Pan-American Life, 
New Orleans; “Selling the Job to Pros- 
pective Agents,” by Vice- president 
James A. F ulton of the Continental Life 
of Delaware; “Training the New Man,” 
by Paul F. Clark, manager of the John 
Hancock at Boston: “Building a New 
Agency,” by C. W. Peterson, San Fran- 
cisco manager of the Phoenix Mutual; 
“The Significance of the Job as a Man- 
ager,” by William May, Sun Life, 
Toronto. 


bonding business to favored companies. 
It not believed Mr. McCulloch was 
in sympathy with the investigation, 


is 


Wanted Issue Pushed 


The surety companies were brought 
under fire in the Bell bank investigat ion. 
Nothing had been accomplished in the 
way of a finding and it is said that 
Governor Pinchot was becoming uneasy 
and wanted the matter pushed faster. 
The briefs have been in both the insur- 
ance and justice departments and only 
a few days ago Homer N. Young, spe- 


| cial deputy attorney general in charge of 


the inquiry, and Major C. C. McGovern, 
who handled all the preliminaries, were 
at Harrisburg consulting with the attor- 
ney general. Later they saw the gov- 
ernor. 
Hints were given that the governor 
(CONTINUED ON PAGE 98) 





MAKING STRONG DRIVE 


With 
Agents in Combining the 


Many Co-operate Life 


Special Service 
MONTHLY INCOME METHOD 


Insurance Offices Do Much in Con- 
serving and Administering Estate 
One Has Created 





NEW YORK, Aug. 19.— The trust 
companies in a number of large cities 
are making a big drive for business and 
and facili- 
way. 


are advertising their service 
ties in a very attractive People 
appreciating more the 
value of surrounding funds intended for 


beneficiaries or dependents with proper 


are and more 


safeguards. Trust companies have been 
in the handling of 
estates and trust funds. Where life in- 
surance proceeds are left with a trust 
company of course the latter has the 
opportunity of making the investment 
himself. Where a life insurance com 
pany holds funds in trust for estates 
and beneficiaries it has the investing. 


very successful 


Trust Company Has More Elasticity 


The question often arises with a life 


insurance man as to whether a trust 
company can do any more for his 
clients than a life company where the 
monthly income option is used. Under 
the trust agreement a life insurance 
company can do many things for a 
policyholder although it has not the 


discretion or elasticity that a trust com 


pany has. From the standpoint of 
safety there is nothing more secure 
than a legal reserve life company. 

A few years ago undoubtedly many 
people executed insurance trusts with 
the thought in mind of reducing the 
amount of their income tax. Now a 


man has to regard the proceeds or earn- 
ings of a funded trust as income and 
there is nothing to be gained from a tax 
standpoint in that direction. Life in- 
surance men of wide experience realize 
that there are times when the trust com- 
pany can accomplish in a more satis- 
factory way the disposition of a man’s 
program than the life company. 


Life Company Satisfactory Custodian 


At the same time they take the posi- 
tion that in the big majority of cases the 
life insurance company is the most satis- 
factory custodian of funds. In cases 
where large amounts are involved a 
policyholder can exercise one of many 
options or dictate instructions in a way 
that will carry out his wishes with little 
chance of failure. For instance a man 
leaving $100,000 may desire a certain 
sum set aside out of it for 10 years per- 
mitting the beneficiary to draw not 
over a certain sum each year out of this 
fund aside from the monthly income. 
He can arrange it so that a larger sum 
can be withdrawn during college years. 
He can provide that part of the prin- 

(CONTINUED ON NEXT PAGE) 
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PLANS HOUSEWARMING 











CONNECTICUT GENERAL RALLY 






















































































Convention in Connection With Formal 
Opening of New Building Sched- 
uled For Sept. 21-25 





Several hundred members of the 
field force of the Connecticut General 


Life will attend the housewarming 
convention to be held in Hartford, 
Sept. 21-25. The social program will 
open with an informal reception and 


dance in the aSsembly hall of the new 
building Tuesday evening. 
Business meetings will be held 
Wednesday morning and Thursday 
morning and afternoon, At the Wednes- 
day morning meeting the new building 
will be formally turned over to the 
company by James Gambel Rogers, 
aichitect, and Mare Eidlitz, building 
contractor, and President Robert W. 
Huntington will accept it for the com- 
pany. 
Notable Speakers Scheduled 


The business meetings will include 
talks by Dr. S. S. Huebner and Dr. 
C. J. Rockwell, as well as by officers 
and agents. A feature of the Thurs- 
day morning meeting will be the pre- 
senting of prizes to agents who qualified 
for awards in the campaign for new 
accident and health business. 

The social events will include the re- 
ception Tuesday, an automobile sight- 
seeing trip around Hartford, golf at the 
Hartford Golf Club and an entertain- 
ment under the auspices of the Con- 
necticut General Club on Wednesday. 
Thursday afternoon agents will attend 
a baseball game between the Connecti- 
cut General and Connecticut Mutual 
teams. The convention dinner and a 
dance will be given Thursday night. 

The last day of the convention will 
be given up to an outing in New Lon- 
don which will include a luncheon at 
Redbank, a boat ride, golf at Shen- 
necosset and a clambake at Redbank. 


TRUST COMPANIES MAKE 
STRONG BUSINESS DRIVE 
(CONT’D FROM PRECEDING PAGE) 


cipal be used together with the interest 
on and after a certain age. The life in- 
surance company trust agreement opens 
the way therefore for an extended and 
satisfactory service. 


Investment Expense Small 


One big advantage of course with the 
life insurance companies is the fact that 
its investment charge is so small. The 
fee charged by the trust company for a 
service amounts to considerable. Life 
insurance companies handle trust funds 
at a very small expense to the policy- 
holder. 

In a number of cities the trust officer 
or his assistant is co-operating with the 
life insurance men in combining life in- 
surance and trust service. 


Three Forms of Trust 


There are three forms of trust where 
life insurance becomes a factor. The 
first is ordinary trust, where a man puts 
up securities and life insurance keeping 
full control of both. Next is the trust 
where sufficient securities are put up to 
pay the life insurance premium. Next 
is the trust where a person having an 
insurable interest in the other takes out 
insurance on the other, and pays the 
premium or puts sufficient securities in 
trust so that the earnings pay the prem- 
ium in whole or part. 

Life insurance companies in handling 
trust funds and proceeds are going a 
step further than merely creating an 
estate in that they are factors in ad- 
ministering estates. The life insurance 
company has the advantage of a broader 
investment policy and there is less like- 
lihood of loss from poorly invested 
securities than any other medium. 
















OF MEETING 


PROGRA 


ORGANIZATION PROBLEMS UP 


Annual Convention of the Life Office 
Management Association Will Be 
Held in Chicago 





Much interest is attaching to the an- 
nual meeting of the Life Office Man- 
agement Association to be held at the 
Edgewater Beach hotel, Chicago, Sept. 
30-Oct. 1. It was organized in the fall 
of 1924, and has already assumed an 
important place among the organiza- 
tions. It was conceived with the pur- 
pose of serving as a medium for estab- 
lishing a closer acquaintance and re- 
lationship between representatives of 
legal reserve companies interested in 
the problems of home office organiza- 
tion and administration and to en- 
courage free exchange of views. Frank- 


lin B. Mead, vice-president of the 
Lincoln National Life, was the first 
president. Dr. Henry Wireman Cook of 


the Northwestern National Life is now 
president. The program is as follows: 


Thursday Morning, September 30 


10:00—Conference called to order by 
President Henry Wireman Cook, Vice- 
President and Medical Director of the 
Northwestern National Life. 

Presidential address. 

11:00—“The Present State of the Art 
of Office Management,” by W. F. Leffing- 
well, President, the Leffingwell-Ream 
Company of New York City. 

12:00—Appointment of committees by 
President and general conference no- 
tices. 

Thursday Afternoon 


1:30 to 2:30—Discussional conference: 

“Application of Office Machinery to 
Home Office Clerical Routine (including 
Plans for duplicating annual _state- 
ment).” 

Contributions to this discussion, cov- 
ering the various standard types of 
office equipment and their uses in home 
offices, will be made by several mem- 
bers. 

2:30 to 3:30—Discussional conference: 

“Retirement and Pension Plans for 
Life Insurance Companies.” Chairman 
J. G. Parker, Actuary, Imperial Life of 
Canada. Discussion led by H. H. Allen, 
Assistant Secretary, Mutual Benefit Life. 

3:30 to 4:30—Discussional conference: 

“Organization, Operation and Control 
of a Stenographic and Typing Depart- 
ment, Including Correspondence Super- 
vision.” Chairman, F. L. Rowland, Lin- 
coln National Life. Discussion led by 
H. C. Pennicke, Manager Planning and 
Personnel, American Central Life. 

Thursday Evening 

Informal banquet, Edgewater Beach 
Hotel. 

Friday Morning, Oct. 1 


9:30 to 10:30—Chairman, Franklin B. 
Mead, Vice-President, Lincoln National 
Life. 

“Anticipating and Measuring Home 
Office Operating Costs (Budget Control),” 
by Henry Bruere, third Vice-President, 
Metropolitan Life. 

10:30 to 11:45—“Organization and Ad- 
ministration of Central Filing Depart- 
ment Including a Consideration of the 
Subject, “Destruction of Records,” by 
Elbert D. Murphy, Assistant Secretary, 
New York Life. 


Friday Afternoon 


1:15—Business 
officers, etc.). 

1:45 to 3:00—Discussional conference: 

“Routine for the Collection of Past 


meeting (election of 


Due Premiums from Agents.” Chair- 
man, J. Stewart Hale, Actuary, North- 
western National Life. Discussion led 


by E. J. Stoker, Office Manager, Pilot 
Life. 
3:00 to 4:30—Discussional conference: 
“Plans for Home Office Operation 


Which Have Proven Unsuccessful.” 
Chairman, Roy M. Jones, Secretary, At- 
lantic Life. Discussion led by Paul F. 
Bourscheidt, Assistant Secretary, Peoria 
ife. 
Saturday Morning, Oct. 2 


Recreational activities, visits to home 
offices of Chicago members, sightseeing 
trips, etc., will be planned for those in- 
tending to stay over Saturday. 





OLD LINE LIFE RALLY 


ANNOUNCE CONVENTION PLAN 


Program for Annual Meeting of Agents 
of Milwaukee Company To Be Held 
at Home Office Aug. 24-26 





MILWAUKEE, Aug. 19.—The pro- 
gram for the annual convention of the 
agents of Old Line Life, Aug. 24-26, 
has’ been announced by the home office 
here. The first session will be for gen- 
eral agents and will start with a lunch- 
eon Aug. 24. President Rupert F. Fry 
will act as chairman. The principal 
speaker will be Commissioner Olaf H. 
Johnson, of Wisconsin. Following his 
address, N. Gust Hartberg, general 
agent at Marinette, Wis., will talk on 
“Building an Agency”; and Mel T. Can- 
field, general agent at Antigo, Wis., will 
lead a discussion on general agents’ 
problems. 


‘Leaders Club Meets Wednesday 


The field force and their ladies will 
leave the home office at 9 a. m. Wednes- 
day for Pewaukee Lake. A meeting of 
the Star Leaders’ Club is to be held 
there at 10:30. All agents who produce 
$75,000 during the year are qualified for 
membership. The retiring officers are: 
President, N. G. Hartberg; vice-presi- 
dent, H. E. Windham, Oklahoma City, 
Okla.; secretary, H. Sturtevant, 
actuary at the home office. The new 
officers are H. E. Windham, president; 
Leon Ginsburg, Detroit, first vice-presi- 
dent; John L. Fox, Fond du Lac, Wis., 
second vice-president. Mr. Sturtevant 
remains as secretary. 

About 20 new members will be taken 
into the club at the meeting. Following 
the reception to the new men, President 
Hartberg will welcome the new mem- 
bers, the new officers will be installed, 
and Mr. Windham will make his ad- 
dress. The afternoon will be devoted 
to sports, the party returning to Mil- 
wauke late in the afternoon in time to 
attend an informal dinner-dance at 
which Leo. F. Nohl, Milwaukee, past 
president of the Optimist International, 
will be toastmaster. 


Program for Thursday 


Business and addresses will occupy 
Thursday, last day of the meeting. 
President Fry will preside in the morn- 
ing and John E. Reilly, secretary-treas- 
urer, in the afternoon. The morning 
program includes: “Insurance in Con- 
nection with Building and Loan,” Mr. 
Reilly; “Salary Savings,” W. S. Hanley, 
agency secretary; “Selection and Educa- 
tion of Examiners,” Warren J. Moore, 
assistant secretary. Discussions will be 
led by P. J. Engelhardt, general agent, 
Milwaukee; L. M. Cahill, general agent, 
Los Angeles; E. J. Samp, general agent, 
Madison, Wis.; H. 4 Albrecht, 
special agent, Milwaukee; J. R. O’Con- 
nell, district manager, and William A. 
Kempf, district superintendent, Mil- 
waukee. 

Speakers in the afternoon are: Charles 
J. Rockwell, director Rockwell School 
of Life Insurance, Chicago; “New Pol- 
icy Forms, Mr. Sturtevant; “Service to 
Policyholders,” M. F. Ryan, assistant 
treasurer; “Weekly Report Card and 
Questionnaire,” F. R. Davenport, field 
instructor; “The Automobile Policy,” 
H. A. Woodward, manager accident 
and health department. P. W. Weber, 
district manager at Marinette, and M. N. 
Green, district superintendent at Mil- 
waukee, will lead discussions at this 
session. 


Hawkeye Life to Expand 


Negotiations for expansion of the 
sales field of the Hawkeye Life of Des 
Moines into additional states are now 
under way, according to A. R. Ingle- 
man, president. The company is con- 
sidering Illinois and Kansas. 

The Hawkeye Life has shown a steady 
growth, the gain being approximately 
15 per cent above 1925. 








IT’S “MEMPHIS OR BUST" 








FIGHT FOR 1927 CONVENTION 


Life Underwriters of Tennessee City 
Concentrate Heavy Artillery 
on Atlantic City 





MEMPHIS, TENN., Aug. 19.—The 
Memphis Life Underwriters Associatioy 
has its plans carefully laid and an ep. 
thusiastic delegation organized to bring 
the 1927 national convention to this city. 
At least 40 insurance men, many of 
them taking their wives, will descend on 
Atlantic City next month and they say 
it will be a case of “Memphis or bust” 
when the fight begins for the next con- 
vention city. Prominent among those 
attending will be “Memphis’ official host- 
ess,” Mrs. Josephine Crisler McCor- 
mack, wife of E. J. McCormack of the 
Minnesota Mutual Life. It was the 
favorable reception given to her invita- 
tion at the Kansas City convention last 
year that started the movement to make 
Memphis the 1927 meeting place. She 
won a big following through her game- 
ness in fighting against odds at that 


time. 
Big Delegation Assured 


At an enthusiastic meeting of Mem- 
phis underwriters this week H. G. Allen, 
president. of the local association, an- 
nounced the names of a number of 
members who would make the Atlantic 
City trip and assured those present that 
the list would be swelled before train 
time. 

R. E. Logsdon, director of the con- 
vention bureau of the Chamber of Com- 
merce of Memphis, also will make the 
trip. Mr. Logsdon has been attending 
all of the insurance meetings and has 
had his force at work broadcasting the 
advantages of Memphis as a convention 
city. 

The convention bug has bitten the 
local men to such an extent that they 
already have a man on the field at At- 
lantic City in the person of Lawrence 
S. Gwyn of the Massachusetts Mutual. 
He went to Atlantic City as “Memphis’ 
official representative” and will do all 
in his power to stir up interest in his 
city as the 1927 meeting place. 


Making Entertainment Plans 


Mrs. McCormack, “Memphis’ official 
hostess,” already visualizes the good 
time her city will show visiting insur- 
ance men. She has her head set on an 
old-fashioned barbecue, with southern 
hospitality at its highest peak. She talks 
of chicken dinners and trips to the cot- 
ton fields and says that she will exert 
every effort to aid the Memphis delega- 
tion in attaining its goal. nee 

Interest in the convention project 1s 
reaching every underwriter here. The 
association’s meetings are drawing at 
least 200 members to each session and 
there is a buzz of Atlantic City plans m 
the air. Sixty have been named on the 
convention committee and they are 
heart and soul in their work. They pot 
out that the convention has not met i 
the south since 1916 and has not 
selected Memphis since 1912. 


Error in Bankers’ Figures 

A serious and regrettable error in the 
figures of the “Old Line” Bankers Life 
of Lincoln, Neb., occurred in the Little 
Gem Life Chart for 1926. An error slip 
was sent out to be pasted in the copies 
that had been delivered. On page 5? 
the total income for 1925 should appeat 
as $4,644,998. The erroneous figure ap- 
pearing in the last year of the five-year 
showing makes it appear that the Bank- 
ers Life of Lincoln fell more than $2,- 
000,000 in total income from the year 
before, when in fact its total income 
increased handsomely. ef: 

Another error is in the liabilities. 
These should have been shown as $18, 
549,673. Through error in compilation 
funds set aside were included in liabili- 
ties, which make the 1925 figures show 
an unwarranted increase. 
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SEE NEED OF REFORM 
IN HEALTH BUSINESS 





Experience on This Class of Insur- 
ance Continues to Be 
Unsatisfac*te 





CHANGES ARE SUGGESTED 





Urge End of Life Indemnity Writing, 
of House Confinement Only and 
Growth of Waiting Period 





The figures for the first six months 
of 1926, now in the hands of officials of 
casualty companies, indicate a continued 
bad loss ratio on health business with 
small hope foi improvement if present 
forms writicn Ly most companies are 
continued. 

As a matter of fact, companies gen- 
erally have been losing money on health 
business for the past five years. There 
was a time when the margin of profit 
in the accident business would compen- 
sate to some degree the loss on health 
business, but with the companies now 
faced with abnormal losses under acci- 
dent business, caused principally, by the 
general use of the automobile, very lit- 
tle help can be expected from margins 
of profit from the accident line. 


Coverage Too Liberal 


Company officials have recognized for 
some time that health coverage as now 
written by most companies is entirely 
too liberal to allow of any underwrit- 
ing profit to the companies. This situ- 
ation can not be remedied by an increase 
in rates, for experience has indicated 
that this usually results in a selection 
against the company as to risks and a 
corresponding increase in loss ratio. 

In the opinion of an official of a large 
eastern casualty company, the time is 
at hand when all companies having any 
appreciable volume of health business 
will have to take drastic measures to 
cure the situation. Companies have ap- 
parently been holding back taking such 
action through lack of moral courage, 
evidently fearing the effect on their 
agency organizations. The losses which 
are constantly mounting have, in his 
opinion, now reached a point where cor- 
rective action can be no longer delaved. 


Question Life Indemnity 


This official stated that it was his 
Opinion that all companies would be 
forced very shortly to discontinue the 
issuance of the so-called life indemnity 
health policy. The loss ratio on such 
business has been terrific, and compan- 
les that have written any sizeable 
amount of this business are now 
carrying large loss reserves clearly out 
of proportion to the premiums received. 
Most of the larger companies have al- 
ready discontinued the issuance of any 
new business on the life indemnity 
health forms, and it is only a question 
of time, in his opinion, when companies 
will be forced to refuse to renew such 
business now on their books. 


Non-House Confining Policy 


He stated that another prolific source 
of loss is the non-house confining pol- 
icy which is now so generally being 
written by companies, which in most 
cases only continue the issuance of this 
form because of competition. It has cer- 
tainly been productive of innumerable 
claims that were never contemplated 
when this coverage was originally issued. 
. The official stated that particularly 
in the case of policy-holders who carry 
large amounts of health insurance, his 
company was faced with the payment 
of claims where policy-holder had been 
feeling slightly off color and had been 
advised by his physician or a specialist 
to take a rest of a month or six weeks 








LAUNCH NEW COMPANY 
ORGANIZING serum. LIFE 


Kansas City Company to Take Over 
Accident Business of Employers 
Indemnity 


KANSAS CITY, MO., Aug. 18.—Or- 
ganization of a new life insurance com- 
pany in Kansas City is being completed, 
announcement of the organization de- 
tails being made this week. The com- 
pany will be called the Sentinel Life 
and the organizers include C. M. How- 
ell, counsel for a number of fire and 
casualty reciprocal exchanges of Kansas 
City, who is chairman of the executive 
committee, and E. G. Trimble, president 
of the Employers Indemnity. 

The Sentinel Life will begin business 
with $500,000 paid up capital and will 
have a nucleus at the outset by taking 
over the health and accident business 
of the Employers Indemnity. The or- 
ganizers plan to build up a regular life 
business on this, developing the same 
agency force. A meeting of the stock 
holders will be held this week at which 
time directors and officers will be 
named. 








to go to California, Florida or Europe. 
Having given such advice, the physi- 
cian naturally must certify to the as- 
sured’s claim, and the result is that the 
insurance company is paying claim after 
claim where, perhaps, there is no real 


illness. 
Remedies Suggested 


In the opinion of this official, there 
are only two remedies which suggest 
themselves at the present time short of 
the actual discontinuance of the writing 
of health insurance, and it is his opinion 
that all companies will be forced to 
adopt such remedies very shortly. He 
believes that companies will be forced 
to go back to the health coverage requir- 
ing house confinement only as a basis of 
supporting a claim for illness by an as- 
sured. Such a policy, in his judgment, 
fully protects an assured who is sin- 
cere in his desire to be reimbursed for 
loss of time on account of illness. It 
seems would be the only fair basis on 
which illness can be determined. Any 
real sickness usually confines a man to 
his house or hospital, and in such cases, 
there would be no difficulty in settling 
claims and it would certainly avoid many 
questionable claims which are now paid. 

If assureds or agents must have non- 
house confining coverage, it is his opin- 
ion that there is only one way that this 
can be issued with any chance of an 
underwriting profit for the companies. 
He states that it has been his experi- 
ence that where such coverage is writ- 
ten with a waiting period of at least two 
weeks, it will, in his judgment, help 
the situation materially. 


Favor Waiting Period 


Most casualty companies have ex- 
pressed themselves as being unqualifi- 
edly in favor of the waiting period form 
and many officials of such casualty com- 
panies carry the waiting period form 
on their own insurance the same as they 
carry deductible collision insurance on 
their own cars. 

Certainly all companines are desirous 
of securing the business of men who can 
well afford to carry the first two weeks 
disability themselves rather than being 
reimbursed by an insurance company. 
Such a plan eliminates the enormous 
cost to companies on small claims of a 
few days, and would, in this official’s 
opinion, eliminate a large part of the 
trouble and annoyance agents have had 
with health insurance in the handling 
of such small claims. 


Cite Aute Experience 


_Many agents have apparently recog- 
nized the value of the waiting period 
health cover in best serving the needs 








LIFE INSURANCE EDITION 
ILLINOIS LIFE EVENTS 


PROGRAM FOR THE MEETING 


Annual Convention of the $100,000 Club 
Will Be Held in Chicago Next 
Week 


President R. W. Stevens of the IIli- 
nois Life has announced the program 
for the annual meeting of the $100,000 
Club to be held at the head office in 
Chicago next Thursday and Friday. The 
banquet will be held Friday evening. 
Business sessions will be held Thursday 
afternoon and Friday morning. The set 
addresses are as follows: 


Reading of Minutes of Last Regular 
Meeting—P. L. Sausser, club secretary. 

Address—W. N. Stafford, retiring presi- 
dent. 

Address of Welcome—Isaac Miller Ham- 
ilton, president, Federal Life. 
Response—J. M. Kelly, incoming 

dent. 

The Business of Life Insurance—Walter 
E. Webb, vice-president, National Life. 
U. S. of A. 

Presentation of Conservation Prizes—B. 
J. Stookey, secretary, Illinois Life. 

A Quarter of a Century With the Illinois 
Life—T. J. Henderson, agency man- 
ager, Michigan. 

When the Illinois Life Acquired Me—A. 
Cc. Johnson, general agent, Oklahoma. 

Our Early Days and Now—E. C. Wharf, 
general agent, Wabash Valley, Vin- 
cennes, Ind. 

What the Illinois Life Has 
Me—Henry Sterchi, manager, 
Valley Agency, Vincennes, Ind. 

On the Firing Line With the 
Managers—J. W. Stevens, II, 
vice-president, Illinois Life. 

Address—Roger Davis, general agent, 
Southwestern Department, Kansas 
City. 

Why I Left a Giant to Help Raise a 
Baby—E. J. Hutchinson, manager, East 
Central Illinois, Champaign. 

From the Editor’s Conning 
M. Cartwright, managing 
National Underwriter. 

Keeping in Touch With Policyholders— 
F. W. Weston, manager, Michigan. 

Women in Life Insurance—Mrs. L. E. 
White, manager, Women's Department. 

School Teachers as Prospects—H. F. 
Coonrod, district manager, Southwest- 
ern Department. 

Making an Agency Appointment Record 
—O. H. Gabel, manager, Corn Belt 
Agency, Joliet, TIl. 

Sales Demonstrations of XX Policies— 
G. H. Millage, district manager, Mich- 
igan. 

Sales Demonstrations of Select Lives 
Policy—W. L. Coonrod, district man- 
ager, Southwestern Department; C. L. 
Grimes, special representative, South- 
western Department. 

Following Up New Mortgage 
A. Sullivan, special agent, 
ern Department. 

Contingent Beneficiaries—H. 
counsel, Illinois Life. 

From the Inside Looking Out—J. F. Wil- 
liams, vice-president, Illinois Life. 
Present Day Underwriting—R. W. Stev- 
ens, president, Illinois Life. 
A Pep Talk—O. H. Augustine, 

agent, Chicago. 
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of their clients and have been quite 
successful in selling this coverage. This 
fact would lead one to believe that 
there is ordinarily no real difficulty in 
convincing the public that this policy 
best serves their needs, providing that 
it is properly presented by the agent. 

It will be recalled that the agent was 
somewhat slow to take hold and push 
the sale of deductible collision automo- 
hile coverage, but once convinced that 
it was a desirable form for his clients, 
it became generally issued. Many agents 
now sell this form almost exclusively 
and no doubt the experience on the wait- 
ing period health form will be much 
the same. 


Will Write Non-Par Only 
The board of directors of the Omaha 
Life voted last week to confine the 
writings of the company to non-par 


business after Aug. 15. 
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ANNUAL CONVENTION IS 


HELD BY PEORIA LIFE 


Agents’ Club Was Entertained 
by Company in 
Philadelphia 





TALK ON CONSERVATION 


H. E. Van de Walker, Who Set Record 
Last Fall, Was One of Principal 
Speakers 


PHILADELPHIA, Aug. 18.— The 
annual outing of the $100,000 Club of the 
Peoria Life held here last week at the 
Franklin hotel attended 
by more than 120 representatives of the 
At the one 
day’s Vice-President 
Walter E. May announced that the club 
this year had 87 members who had met 
the two requirements of paying for $100,- 
000 this year and securing a 75 percent 
renewal of last year’s business. He also 
announced that the $200,000 club had 29 
members and the $250,000 club 16 mem- 
bers. 

One of the principal speakers was 
H. E. Van de Walker, state manager of 
Michigan, who is the largest personal 
producer in the company. In 1925 he 
wrote $1,900,000, establishing a world’s 
record last November when he obtained 
717 applications. Talking on the growth 
of an agency, Mr. Van de Walker said 
it should be measured by net growth of 
new business, net growth of premium 
income and net growth of renewals. In 
the last six months agents in his office 
produced almost $5,000,000 of business 
or an average of more than $41,000 per 
agent. His agency has more than $25,- 
000,000 in force and an annual premium 
income of $1,000,000. The lapse ratio 
last year was 5 percent, which is rela- 
tively small but it cost the agency more 
than $60,000. Mr. Van de Walker ex- 
ploded a very popular delusion when he 
declared that his experience in Michigan 
showed that large amounts of life in- 
surance could be written the year round, 
just as well in summer as in winter. 
His parting advice to general agents 
was to watch over and take care of the 
small things in the agency in which case 
production is bound to be increased. 





Benjamin was 
company and their families. 


business session 


Keep Business on Books 


President Emmet C. May of the com- 
pany spoke on the value of club mem- 
bership and urged the agents to take 
advantage of the opportunities offered 
by the new commercial ordinary life 
policy with its extremely low premium 
charge. Having stated that the Peoria 
Life now has $135,000,000 in force, he 
emphasized the necessity of keeping all 
business on the books, for it is only by 
so doing that the agent benefits the com- 
munity and himself. 

State Manager Karl Gumm of Ohio 
and William J. Bruniga, manager of the 
home office agency, talked on “Selling 
the Policy that Fits,” while “Old Policy- 
holders and Program Insurance” was 
the subject discussed by District Man- 
agers Joseph F. Skrinar and Glenn S. 
Kies. Outlining the merits of children’s 
educational policies, W. E. Starrett, dis- 
trict manager of eastern Illinois, cited 
many instances where prospects who 
were not interested in ordinary life were 
immediately interested in the possibili- 
ties and advantages of educational poli- 
cies. He stated that his agency had 
used circular letters to promote the idea 
of educational policies and that for 
every $1 spent in postage and printing 
there resulted a $15 gain in business. 

Next vear’s outing of the $100,000 
Club will be held in September at 


: Saranac Lake, N. Y. 
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FEATURE IS ANNOUNCED 


OFFER AVIATION EXCURSIONS 





Given As Special Attraction of De- 
troit as 1927 Convention 





City 
DETROIT, Aug. 19—One of the 
features in the preliminary announce- 


ments of the Detroit life underwriters, 
who are seeking the 1927 convention 
of the National Association of Life 
Underwriters, is the establishment of 
special aviation excursions to Detroit 
should the convention be held in this 
city. Milton L, Woodward, president 
of the Life Underwriters Association 
of Detroit and manager of the North- 
western Mutual, and Ernest W. Owen, 
member of the national executive com- 
mittee and Michigan manager for the 
Sun Life of Canada, personally are to 
present the plan of the Detroit under- 
writers for consideration of the “dyna- 
mic city” as the convention’s meeting 
place next year. They are going from 
Detroit to the Atlantic City meeting 
by the air route, through the courtesy 
of the Detroit Aviation Club. 

“From the developments of airplane 





transportation in the last 60 days here 
in Detroit, and from the knowledge I 
have of plans for further commercial 
utilization of this aviation method of 
transport, I am convinced that a year 
from now it will be entirely practicable 
to arrange at least a series of special 
airplane routings for delegates to the 
1927 convention,” said Mr. Woodward. 

“Detroit naturally is the one city in 
the world most interested in the de- 
velopment of commercial airplane serv- 
ice. Since my introduction to the serv- 
ice through actual flying, I have made 
it my business to keep as closely in 
touch as possible with the commercial 
development going on here, and I say 
without hesitancy that next year if the 
National Association of Life Under- 
writers will honor Detroit by selecting 
this city as the meeting place for the 
great 1927 gathering, we will promise 
them airplane transportation on a spe- 
cial program that will be interesting, 
educational, and conclusive proof of the 
fact that air travel has reached a point 
of commercial importance quite beyond 
expectation.” 


H. F. Berls of Chicago, inspector of 
agencies of the Equitable Life of New 
York; E. S. Schloss, head of one of the 
agencies, and R. H. Dornfeld, assistant 
manager in the Girault agency, are tak- 
ing a trip around the Great Lakes. 





LAMAR LIFE “MEETING 


CELEBRATE 20TH ANNIVERSARY 





Agency Force of Mississippi Company 
Holds Most Successful Convention 
at Home Office 





The Lamar Life of Jackson, Miss., 
held a most successful agency conven- 
tion at its home office last week. This 
year’s convention was also in the nature 
of a celebration of the company’s 20th 
anniversary. The company has just 
passed the $50,000,000 mark in business 
in force. There were about 100 agents 
in attendance at the meeting. 


Trip for Contest Winners 


For the past 48 weeks there has been 
a contest among the agents of the com- 
pany. Those agents securing the high- 
est number of points were given a free 
trip to the home office. About 35 of 
these agents, those with the highest 
records, were taken on a trip at the 
company’s expense to Washington, 
Philadelphia and Atlantic City, an eight- 
day trip. President H. S. Weston, C. 
W. Welty, vice-president and general 
manager; A. E. Babbitt, actuary, and 








More Than 100,000 Unsold Prospects 


When one of the many new men who are constantly being added to our sales force was asked re- 
cently why he chose the BUSINESS MEN’S ASSURANCE among the many good companies 
that would have appreciated his services, he replied: 


“Because after a thorough investigation, I became convinced 
that your Company has the greatest number of unsold prospects 
of any company in existence.” 


We believe this new man was right and that even we ourselves had failed to fully appreciate the 
tremendous advantage this gives our own field mva. 


More than 100,000 of the prominent Business and Professional men throughout 29 states have 
our Accident and Health service, who have not yet availed themselves of complete B. M. A. 
service, under our matchless “All-Ways” contract—Life, Accident and Health protection under 
one contract and under one payment. 


More than 100,000 who are already friends and clients of the Company—whose confidence is 
evidenced by the continuing of that Disability protection in the Company—who have shown 
their preference for B. M. A. service, and who are therefore in fact the best 100,000 unsold 
prospects the insurance man can hope to find. 


And the Company will distribute among those 100,000 prospects, through personal delivery by 
its field men, more than $1,500,000.00 in benefits under disability contracts during this one year 


of 1926. 


Enough cash to cover the initial annual deposits .on $50,000,000.00 of Life Insurance. 


17 Years in Disability Insurance—nearly $4,000,000.00 premiums in force 
6 Years in Life Insurance—over $33,000,000.00 in force 


Are You Familiar With Our “ All-Ways” 


Contract? 


“Tt Pays All Ways and it Pays Always.”’ 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President 


KANSAS CITY, MISSOURI 
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E. A. Eaton, assistant secretary, ac. 
companied the agents on this eastern 
trip. Two special Pullman cars were 
chartered for this trip. 


Round Table Discussions Featured 


Practically all of the time of the busi- 
ness sessions was given over to round 
table discussions among the company 
officers and the agents. After the ad- 
dress of welcome at the opening session 
there was a general discussion on “Cop- 
servation of Business,” lead by W. G 
Owens, secretary, a dozen or more 
agents participated. Luncheon was 
served at the Country Club. A, FE, 
Babbitt, actuary, was the leader in a 
discussion of “Income _ Insurance,” 
“How to get cash with application,” 
“How often is it advisable to call on a 
prospect who is ‘interested but difficult 
to close?” and “Sources of new busi- 
ness” were subjects discussed by many 
agents Monday afternoon. C. W. Welty, 
vice-president and general manager, pre- 
sided at this session and led in the dis- 
cussion. 

Second Day’s Program 


The second day Mr. Welty presided 
and the following subjects were dis- 
cussed: “Loyalty to company, family, 
policyholders a prerequisite for success. 
ful salesmanship,” “Methods of Ap- 
proach,” “Conversion of Term Policies,” 
and “Non-Medical Business.” 

Ran Schlater of Greenwood, Miss, 
who has been the company’s leading 
producer for the past six years; I. S. 
Watson of Meridian, Louis Hullum of 
Monroe, La., and several other agents 
figured in these discussions. . 
Segura led the discussion on non-med- 
ical business. 

After luncheon, the subjects discussed 
were, “Helping yourself by helping the 
home office,” and forms of advertising 
for field representatives. At this year’s 
meeting there were no outside speakers, 
so that the agents had plenty of time 
to discuss subjects of interest to them- 
selvcs and the company. 


Reeption and Banquet 


In the evening there was a reception 
at the home office in celebration of the 
company’s 20th anniversary. At this 
reception all guests were served with 
refreshments which included a birthday 
cake. This birthday cake weighed 308 
pounds and was an exact replica of the 
home office building. 

Following the reception at the home 
office there was a banquet at the Ed- 
wards hotel. W. Calvin Wells, general 
counsel of the Lamar Life, acted as 
toastmaster. Short speeches were made 
by some of the directors and the leading 
agents of the company. Commissioner 
T. M. Henry of Mississippi made a short 
talk, as did Ran Schlater of Greenwood. 


American National Figures 


The semi-annual statement of the 
American National of Galveston shows 
assets $24,270,886, gain $1,073,448, cap- 
ital $1,000,000, surplus $3,067,683, in- 
crease $322,053, insurance in force, $342, 
950,956, increase $40,673,660. The gross 
income averages per month now $987,- 
958. The American National has paid 
policyholders since organization $20,- 
737,898. This company is making re- 
markable progress and is now operat- 
ing from one end of the country to the 
other. It is entered in Canada, Cuba 
and Hawaii. 


Wold Elected a Director 


The high quality of the personne! 
of the board of directors of Northwest- 
ern National Life has been maintained 
in the selection of Theodore Wold to 
fill the vacancy created by the recent 
death of James A. Latta. Mr. Wold, 
who was formerly governor of the Fed- 
eral Reserve Bank for the ninth dis- 
trict at Minneapolis, is vice president of 
the Northwestern National Bank of 
Minneapolis, and a member of the ad- 
visory council of the Federal Reserve 
Board at Washington. He was also 
elected to membership on the executive 
and finance committees of the North- 
western National Life. 
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Ny The National Life and Accident Insurance Company has 
\\ paid in claims since its organization twenty-six years ago | 
\N more than $45,000,000.00. Shield men are serving every 
Nii time the clock ticks during the working day. 
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Eliminate Lost Motion 


Success in Insurance salesmanship comes 
not only through hard work but through 
a knowledge of HOW to work and what 


to say. 


Blind canvass will of course get some busi- 
ness, but the big producers of today are 
interviewing men they know need and 
want Insurance. 


Our Sales Planning Department eliminates 
the lost motion in the salesman’s daily 
work. The results are leads for Insurance 
among: people who have asked for informa- 
tion about our policies. ‘Let us tell you 
more about our plan. 


PAN-AMERICAN SERVICE 


includes: 


Educational Course 
Sales Planning Department 
Unexcelled Low-cost of Life Policies 
Substandard Policies for Under-average Lives 
Child’s Educational Endowment Group Insurance 
All Forms of Accident and Health Insurance 


WE HAVE A FEW ATTRACTIVE GENERAL AGENCY 
OPENINGS FOR MEN NOT AT PRESENT ATTACHED 


ADDRESS 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U.S.A. 


Crawford H. Ellis, President 











BUSINESS OF 


SHOW GAIN OF 10 PERCENT IN LIFE 


FIRST SEVEN MONTHS 





NEW YORK, Aug. 18.—New life in- 
surance production the first seven 
months of this year was 9.8 percent 
greater than during the corresponding 
period of 1925. Writings in July were 
6.2 percent greater than in July of last 
year. These results are shown by a 
compilation forwarded by the Associa- 
tion of Life Insurance Presidents to the 
United States Department-of Commerce 
for publication. The report combines 
the records of new life insurance pro- 
duction, exclusive of revivals, increases 
and dividend additions, of 45 members 
which have 81 percent of the total life 
insurance outstanding in all United 
States legal reserve companies. 

Increase of 10 Percent 

For the seven-month period, the new 
business of all classes written by these 
45 companies was $6,599,000,000 as 
against $6,010,000,000 during the same 
period of 1925, an increase of 9.8 per- 


Ordinary 


cent. New ordinary insurance amounted 
to $4,623,000,000 against $4,341 ,000,000, a 
gain of 6.5 percent. Industrial amounted 
to $1,479,000,000 against $1, 314,000,000, 
an increase of 12.6 percent. Group was 
$496,000,000 against $354,000,000, an in. 
crease of 40.0 percent. 

For Juiy, the total new insurance was 
$931,000,000 against $877,000,000 the 
same month of 1925, a gain of 6.2 per- 
cent. New ordinary amounted to $659. 
000,000 against $639,000,000, a gain of 
3.1 percent. Industrial amounted to 
$194,000,000 against $183,000,000, a gain 
of 6.2 percent. Group was $78,000,000 
against $55,000,000, a gain of 42.2 per. 
cent, 

Show Results by Months 


The new paid-for business for each of 
the first seven months of 1924, 1925 and 
1926, as well as increases in 1925 over 
1924 and in 1926 over 1925, are shown in 





the following table: 


1925 1926 
over over 
1924 1925 

Insurance 
1925 1926 2 ot, 
$ 523,654,000 $ 560,289,000 5.3 7.0 
548,529,000 597,429,000 11.7 8.9 
654,771,000 724,454,000 5.8 10.6 
638,206,000 675,296,000 12.7 5.8 
698,706,000 702,309,000 19.1 5 
638,195,000 704,852,000 14.0 10.4 
638,833,000 658,562,000 21.0 3.1 








Month 1924 
D0) csstis dbece@mmnec es $ 497,082,000 
are eR A Rese 4 ea 491,125,000 
DD «nccesessHeeconseuwas 618,612,000 
DEE 6c edeneoadacbeibededaee 566,037,000 
MED web sccdenedeecedbecees 586,470,000 
SAR atc Cenceneesceeaetens 559,867,000 
ME av cedeéoovcaneeceneesese 528,048,000 

$3,847,241,000 

Industrial 

DO o4s cenndeenbecte ee $ 179,656,000 
i Scoceve evecare sve 143,762,000 
DE cseteaqeedeesenesud ee 156,792,000 
Dt éaibabdtctibavivnaceas 158,557,000 
th ¢ 0 didlos Segue coun ede 173,629,000 
Dn «<avadaed¢eshsenwenetene 154,495,000 
, Ceqtnesececcqedeeesacas 135,015,000 


$4,340,894,000 
Insurance 


$ 147,441,000 § 
177,666,000 


$4,623,191,000 12.8 6.5 


227,158,000 
174,782,000 


193,604,000 230,203,000 
196,895,000 215,504,000 
217,735,000 235,207,000 
198,113,000 202,315,000 
182,991,000 194,315,000 





$1,101,906,000 





$1,314,445,000 $1,479,484,000 


Group Insurance 


$ 68,957,000 $ 56,280,000 261.4 —184 
36,696,000 3,088,000 138.1 1264 
40,797,000 72,368,000 16.4 77.4 
66,415,000 80,663,000 50.2 21.5 
39,041,000 56,458,000 11.6 44.6 
47,565,000 69,282,000 121.3 45.7 
54,947,000 78,125,000 75.3 42.2 








> .  scpcanwdnetbedénae $ 19,082,000 
Fe bruary Kbebteeeien cebenas 15,411,000 
0 RA - 35,034,000 
DUE 6 a0 0.04 0% 6b cod beens eds < 44,217,000 
Dn stacks deed ou oo het aw ase 34,986,000 
EE “66 cece s66 cu eeuek Wes 21,490,000 
Dn? odeadeerset+dendakse cae 31,338,000 

$ 201,558,000 
Se soocesemsebhessidek $ 695,820,000 
FOE SEPM EH 650,298,000 
rrr rr 810,438,000 
PEGE 0006000 ceh an oeeusseess 768,811,000 
 ssecustadhwoedehes shes 795,085,000 
SUMO coccceeccetéesanceseuse 735,852,000 
SOE actenee cnshaadebdssanak 694,401,000 


$ 354,418,000 $ 496,264,000 75.8 40.0 


Total Insurance 


$ 740,052,000 $ 843,727,000 6.4 14.0 
762,891,000 855,299,000 17.3 12.1 
889,172,000 1,027,025,000 9.7 15.5 
901,516,000 971,463,000 17.3 7.8 
955,482,000 993,974,000 20.2 4.0 
883,873,000 976,449,000 20.1 10.5 
876,771,000 931,002,000 26.3 6.2 





$5,150,705,000 


$6,009,757,000 $6,598,939,000 16.7 9.8 








To Cover Wide Territory 


The United Benefit Life, the organ- 
ization of which was announced last 
week by the Mutual Benefit Health & 
Accident of Omaha, will operate in the 
same statés as its accident running mate, 
with one or two exceptions. The Mu- 
tual Benefit Health & Accident operates 
in 32 middle western states and writes 
about $5,000,000 in net premiums an- 
nually. The accident company’s agency 
force will largely constitute the agency 
force of the new life company. The 
officers of the two companies are the 
same with one exception, being as fol- 
lows: President, H. S. Weller; vice- 
president, F. W. Engler; treasurer, C. C. 
Criss; secretary, Miles Schaeffer; med- 
ical director, N. L. Criss. 

Mr. Schaeffer is the only one who is 
not an officer of the Mutual Benefit. 
He was formerly Indiana insurance 
commissioner and more recently he has 
been doing special work for an Omaha 
company, but not as an actuary. 
The companv, which expects to be ready 
to write business by October, has a 
$200,000 capital and a paid in surplus of 
£100,000. 


Buckner Assistant Actuary 


D. E. Buckner of the Jefferson Stand- 
ard Life actuarial staff has just com- 





pleted examinations leading to the 


degree of associate of the Actuarial So- 





of America. Immediately upon 
receipt of the announcement of his 
admission as an associate, Mr. Buckner 
was appointed assistant actuary of the 
Jefferson Standard. Mr. Buckner has 
accomplished this in three years since 
he went with the company in June, 1923. 
He was without any previous actuarial 
or insurance experience and owes his 
rapid advancement to the keen delight 
he takes in his work and the diligence 
with which he pursues all actuarial 
problems. 


ciety 


Haley with Jefferson Standard 


Alvin T. Haley has been appointed 
sales promotion manager of the Jeffer- 
son Standard Life to succeed John R. 
Atwell, who resigned last March to 
enter the real estate business in western 
North Carolina. Mr. Haley was form- 
erly a district manager for the Jefferson 
Standard in eastern North’ Carolina, 
but was more recently a supervisor for 
the Equitable Life of New York under 
the Raleigh, N. C., branch office. 


Big Canadian Group Case 


The E. B. Eddy Company of Hull, 
Que., has made an arrangement with the 
Metropolitan Life whereby its 1,400 em- 
ployes will be protected by life and 
accident insurance. The plan is non- 
contributory, as the company pays the 
entire cost. The insurance involved is 
over $1,000,000. 





Augu: 





5. = 














0 
1 
5 
8 


ool seers 





August 20, 1926 . 











NS 








\0 Nati 
«te zg ete 


— Insurance 








i 


oF 


99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience: 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 





Actual to expected mortality, 39%. 


“ge Om 


General Agent Wanted for Pittsburg, Pa. 
Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agents 


President 


























“‘Underwriters— 


Notice”’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may be made 
to “glitter°—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 


OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 
Santa Barbara, Calif. 
Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 


Springfield, Ind. PROXIMATELY— 

Terre Haute, Ind. 

Burlington, Iowa 1. For Agencies less than five years old 
Pueblo, Colo. $3,500 

Denver, Colo. 2. For Agencies up to seven years old 
Grand Rapids, Mich, $6,000. ; 

Cincinnati, Ohio 3. For Agencies over ten years old 
Columbus, Ohio $25, 


REMEMBER THAT'S JUST 
RENEWALS II!!! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 


Dayton, Ohio 
Springfield, Ohio 
Enid, Okla. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Richmond, Va. 
Roanoke, Va. 


Wenatchee, Wash. For one like it write 








THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


. ST. PAUL, MINNESOTA 


Now a $125,000,000 company 























Central States Life 


Insurance Company 
St. Louis, Mo. 





Agency Openings in 





ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 

All Ages up to 65. 

Participating and Non-Participating. 

Standard and Sub-Standard. 


ASSETS: $7,000,000 
INSURANCE IN FORCE: $70,000,000 
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ZOKU 


Was Going to Take $5,000 
—But He Took $35,000 


“I thought that a $5,000 policy was all I needed, but after studying 
the chart you and your home office worked out for me, I decided 1 
needed $30,000 more. This is the first intelligent advice given me 
by a life insurance agent and it pointed out to me what I really 
could do with life insurance. Kindly accept my sincere thanks for 
this service . - 


Are you selling Policies because the prospect needs more insurance 
or are you suggesting a program to cover his needs? Each policy 
is an integral part in the program. One is a cleanup fund. An- 
other is a life income for his wife. Others are for education for the 
children. And so on, 


The home office of the National Savings Life plays an important 
part in the rendering of such a service to the prospects of their 
many agents. 


What is the result of such service? For full particulars address 
in confidence, Mr. Louis A. Boli, Jr.. Agency Director, at the ad- 


. he 
NATIONAL SAVINGS 


Ly > iS 
INSURANCE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 


TITLE ROCK, ARK. 
DALLAS, ,TEXAS 
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ST. LOUIS, MO. 
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Life Conservation Service 








Joun Hancock Mutuat Lire 
INSURANCE CoMPANY 


“CONTROL” 


Rules for Safe Driving 











The Best Booklet we have seen for 
automobile drivers and owners 


Gives an incentive to Road Courtesy and a Fair 
Attitude toward the Other Fellow 


If vou own or drive a car, and would be inter- 
ested to have a copy of the booklet “Control” 
you may have one by addressing the Inquiry 
Bureau. 
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THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 








Strong and Progressive 








Paid to Policyholders— 
Over— $21,000,000.00 


Insurance in force as of 


Dec. 31, 1925, | 
$148,281,904.00 


_ 
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A. C. Tucker, President 
D. C. Costello, Secretary Wm. Koch, Vice Pres. 














SHOW ALCOHOL DEATHS 


METROPOLITAN LIFE REPORTS 





Great Increase in First Half of This 
Year Among Its 17,000,000 
Policyholders 





A notable increase in the number of 
deaths from alcoholism is shown in the 
statistical report of the Metropolitan 
Life for the first six months of this year. 
The company experience which covers 
17,000,000 industrial policyholders in the 
United States and Canada shows the 
highest death rate for this disease for 
the first half year of any year since 1917. 
The figure is 20 percent over that of the 
corresponding period of last year. Dur- 
ing the first six months of this year, 
the company reported 308 deaths from 
alcoholism among its industrial policy 
holders, the death rate being 3.6 per 
100,000. This compares with a death 
rate of 3.0 for the corresponding period 
of 1925. 


Heavy U. 8. Death Rate 


In summing up its experience, the 
Metropolitan found that since January 
1, 1922, a period of four and one-half 
years, alcoholism has caused 1,965 
deaths among its industrial policyhold- 
ers. Of these, 1,943 occurred among 
16,000,000 United States policyholders 
while only 22 were accorded among one 
million Canadian policyholders. Most 
of the few deaths reported in Canada 
were among the 360,000 policyholders in 
the Province of Ontario. A check of 
the company’s statistics has also brought 
out the fact that there is a seasonal fac- 
tor in death from alcoholism, the first 
quarter of the year in each case show- 
ing the greatest death rate. Although 
not a very pronounced factor, it has 
nevertheless been true that more deaths 
on the average have occurred during 
the first quarter than any other three 
months period. 


Allied Causes Also Increase 


The experience of the first six months 
of this year also shows sharp increases 
in deaths from causes closely allied with 
alcoholism. Deaths from cirrhosis of 
the liver, which is closely associated 
with alcoholism, numbered 598, making 
a death rate of 6.9 per 100,000 as com- 
pared with a rate of 6.7 for the same 
period of 1925 at a rate of 5.0 for the 
first half of 1924. 

Deaths from wood and denatured 
alcohol poisoning numbered 10 during 
the six month’s period. This is some- 
what lower than in 1925 and consider- 
ably lower than in 1920 and 1921, but 
prior to 1920 this cause was a compara- 
tively rare occurrence on any report. 


Predicts Large Production 


Arthur A. Loeb of Stumes & Loeb. 
general agents of the Penn Mutual Life 
in Chicago, predicts that this fall will be 
one of the most interesting and produc- 
tive from a life insurance standpoint for 
some time. Mr. Loeb finds that con- 
ditions are particularly favorable to life 
insurance production. In cities where 
industries are active and commercial life 
is running strong, Mr. Loeb says there 
is no reason why salesmen should not 
make a splendid record. 


Home Office Changes 


George F. Limback, who has been 
appointed agency secretary of the West 
Coast Life, has been succeeded as as- 
sistant secretary by C. C. Warner, who 
has been assistant actuary. Mr. Warner 
has been with the company over 10 
years. C. F. Ede has been promoted 
to succeed Mr. Warner as assistant 
actuary. Mr. Ede has been Mr. Warn- 
er’s assistant for over a year and has 
had six years home office work in 
actuarial and accounting departments. 


It is said of a prominent underwriter 
that his views differ from his interviews. 








FRANKLIN LIFE RALLY 


CONVENTION in PHILADELPHIA 





Agency Session Held With 250 in At- 
tendance—Prizes Awarded 
to Leaders 





PHILADELPHIA, Aug. 16.—The 
14th annual convention of the Franklin 
Life opened here today with 250 officers 
and agents of the company trom all 
parts of the country registered. Henry 
Merriam, president of the company, wel- 
comed the agents at a dinner last night 
in the hotel ballroom. 

The leading feature at today’s open- 
ing session was the distribution of prizes 
to those selling the most insurance the 
past year. J. Fred Ellis of St. Louis re- 
ceived a check for $100 and $200 in gold 
for being the top-notcher in sales work. 

Mrs. Flora G. Cox of De Fubiak 
Springs, Fla., received a gold medal 
with three diamonds for writing the 
largest life policy any woman in the 
scuth has ever written. She obtained a 
policy for $500,000 on the life of the 
vice-president of a southern lumber 
company. 

James Godard of Denver and William 
Lawrence of Montgomery, Ala., received 
gold watches for the large amount of 
business they turned in during the year. 
Forty-one other agents won gold watch 
fobs. The prizes were distributed by 
Joseph W. Jones, vice-president of the 
company. 

At the convention is Mrs. O. B. Har- 
rauff, who won the title of “Radio Queen 
of America” in a recent contest through- 
out the United States. She is the wife 
of O. B. Harrauff, general agent of the 
Franklin Life at Princeton, IIl. 


Reward For Jack M. Patterson 


W. C. Condit, state sheriff of Lin- 
coln, Neb., is advertising a $500 reward 
for Jack M. Patterson, who is wanted 
on a charge of embezzlement. Patter- 
son is described in the advertisement 
as age 39, height 5 feet 10 inches, 
weight 175 pounds, hair brownish grey, 
nose straight, stout build, tortoise shell 
glasses, teeth bad, some filled with gold, 
has birthmark, mole or wart on neck 
above collar, Masonic ring and emblem. 
Several life insurance companies also 
are hunting Patterson, who carried 
$90,000 insurance and disappeared while 
on a visit to Chicago in the summer 
of 1924. He drove to Chicago for a 
visit with relatives and was alleged to 
have been drowned while bathing on a 
beach at Rogers Park. Patterson was 
seen last year in Cleveland and recently 
in Chicago. Among the companies in- 
terested are the Travelers, $25,000; the 
Bankers Life of Lincoln, $10,000, and 
the Bankers Reserve Life of Omaha, 
$10,000. None of. the insurance has 
been paid. 


Valentino Heavily Insured 


Rudolph Valentino, the screen sheik, 
who has been critically ill following a 
double operation for gastric ulcer and 
appendicitis Sunday, is reporting to be 
apparently rallying at the Polyclinic 
Hospital, New York. His life is insured 
for $1,000,000 to protect the United 
Artists, Inc., from loss of investment 
and good will. But President Joseph M. 
Schenck of that company stated to re- 
porters that Valentino’s death would 
mean a loss.to his company of between 
$3,000,000 and $4,000,000. 


Starts Mail Service 


The Northwestern National has an- 
nounced a mail advertising service for 
the use of its agents. The plan calls 
for the submission of mailing lists by 
the agent, letters to be mailed out by 
the home office. Each letter is to be 
followed up by a personal call within 
two weeks after it has been received 
The service is offered in an attractive 
binder, each letter with enclosures be- 
ing in a folder by itself. 
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HAS GOOD BACKING 


COL. C. B. ROBBINS 


Col. C. B. Robbins president of the 
Cedar Rapids Life, is now being en- 
dorsed by a number of members of the 
American Life Convention for a posi- 
tion on the executive committee. The 
annual meeting will be held at Detroit 
starting Sept. 1. Colonel Robbins has 
contributed much to the business and is 
regarded as one of the strong men in 
the ranks. 


McCULLOCH OUSTED 
AS STATE OFFICIAL 


(CONTINUED FROM PAGE 1) 

was displeased with the way Mr. McCul- 
loch was pressing the securities bonding 
probe. Color is lent to the idea that the 
surety probe had something to do with 
the forced resignation because the attor- 
ney general was in the governor’s office 
when Mr. McCulloch was summoned 
and asked to resign. 

Not the slightest implication of any 
illegal methods followed by Mr. McCul- 
loch has been made at Harrisburg, it is 
stated. 

Mr. McCulloch became a clerk in the 
insurance department in 1883. He was 
appointed a deputy in 1894 and in 1909 
was made commissioner. In 1912 he 
became a deputy again. Then in 1923 
Governor Pinchot renamed him commis- 
sioner. Because of his long service in 
the department Mr. McCulloch will re- 
ceive half pay as a member of the state 
employes retirement fund. His salary 
has been $7,500. 

Prominent in Convention 


Mr. McCulloch was prominent in the 
Insurance Commissioners Convention. 
He had served on some of the promi- 
nent committees and rose to the position 
ot first vice-president. He could have 
been elected president had he expressed 
a desire to attain that end. However, 
he expressed himself as not wishing to 
be elevated to the presidency. This led 
to the movement for the election of W. 
K. C. Kendrick of Iowa at the last annual 
meeting. Mr. McCulloch at the eleventh 
four was pushed forward as a presiden- 
tal candidate, but at that time too many 
‘ommissioners were pledged to Mr. 
\endrick to change their course. 


Plan Agency Convention 


e annual agency convention and 
usewarming” of the Connecticut 
itual Life will be held at the home 


















LLINOIS LIFE INSURANCE CO 




















ce Sept. 1-3. The company will com- | 
ine the three day agency conference 


with the formal opening of the new 


me office building, a record attend- | 


nce being excepted for the event. It 


Ss the 80th anniversary year of the com- 


y, which will be commemorated also. | 


What seem unsurmountable obstacles 


tO some are only difficulties to others. 
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JAMES W. STEVENS, Founder 








The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfestly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 







He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 

















From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


inois Life Insurance Co. 


CHICAGO “303 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 












































































10 


THE NATIONAL UNDERWRITER 


August 20, 1995 











Business Builders 


No permanently profitable agency can be 
Mid- 
Check the 
following records and you will understand why: 


built where lapses are abnormally heavy. 
land Mutual agents are prosperous. 


Low lapse ratio. 
Very favorable mortality. 
No contested death claims. 
Large dividends to policyholders. 
Complete line of policy contracts. 
High interest earning on high grade assets. 


If interested in building a business for your- 
self on a permanently profitable basis write today. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“Its Performances Exceed Its Promises” 
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A Valuable 
Armchair Salesman. 


HERE is a valuable armchair salesman. He 

cannot write business from his armchair—you 
cannot write business from your armchair, but 
your combined efforts can produce increased new 
business for you. 


His name is AEtna Selective Circularizing. 


Selective Circularizing is the name given to an 
individualized direct mail campaign. On receipt 
of the name and address of a prospect from an 
/Etna-izer, the company sends a series of letters 
at stated intervals direct to that prospect. These 
letters stress the particular policy the A®tna-izer 
believes best suited to the man’s insurance needs. 


S. T. WHATLEY 


General Agent 


Etna Life Insurance Company 
Suite 2043—230 S. Clark Street 


CHICAGO - - ILLINOIS 


IS BIG OPPORTUNITY 


LIFE MEN MUST GRASP PRIZE 





Selling Accident and Health Insurance 
Should Be Regular Part of 
Every Agent’s Work 





BY B. H. MANNING 

Manager Accident and Health Depart- 
ment, Continental Life of Missouri 
In the past, it has been difficult to 
talk to a gathering of life insurance men 
on the subject of accident and health 
insurance. I never could understand the 
reason that life men bore the dislike to 
accident insurance that they have had. 
It was probably because there was the 
feeling that there was a certain amount 
of competition in the two lines. This 
feeling is, at the present time, largely 
dissipated, and it should be. There is 
no competition between life insurance 
and accident insurance, any more than 
there is between life insurance and fire 


if a 7 —— "i 











and say that that is one of the bad fea- 


of the insurance. 
de1insured or elects 
limited form of policy on account of the 





B. H. MANNING 


insurance. In fact, accident insurance 
and life insurance go hand in hand. 


Have Same Purpose 


Life insurance, in its fundamentals, is 
intended to continue the income that is 
cut off by the death of the bread earner 
of the family. Theoretically, the amount 
of life insurance that a man ‘should carry 
is the amount that would continue his 
income for the period of his expectancy. 
Accident and health insurance does ex- 
actly the same thing in case the insured 
suffers a financial death through acci- 
dent or sickness. By financial death, I 
mean the event that causes his income 
to be cut off, when he is as financially 
useless as though he were dead. As a 
matter of fact, financial death is more 
deserving of serious consideration than 
physical death, as it is often more ex- 
pensive to the estate, on account of the 
fact that while living and disabled a man 
must be fed, he must have expensive 
medical attention, hospital attention, 
nurse attention, etc., which soon run up 
to a larger figure than a very expensive 
funeral. In the event of the financial 
death of the insured, accident or health 
insurance steps in and perpetuates the 
income for a greater or less extended 
period, depending upon the form of pol- 
icy carried and the amount of premium 


paid. 
Not Fault of Insurance 


You may pick out the last statement 


tures of accident insurance. It doesn’t 
do enough and doesn’t fully cover the 
loss in many cases, but that is no fault 
If the insured is un- 
to purchase a more 











difference in oremium, the insurance 














cannot in justice pe blamed. 





policy no good because it stops paying 
after 20 years after the death of the jn. 
sured? Is a life policy no good because 
the insured carried $25,000 when he 
should have carried $50,000? Of course 
not; the extended period could haye 
been provided for and the additional ; 
surance could probably have been pur- 
chased. The fault was with the ins: red, 
or more probably with the agent in ~ 
selling the proper form or an adeq iuate 
amount. 
Has Made Great Strides 


Accident and health insurance has, ip 
the last few years, made the greatest 
strides of any form of insurance. The 
reason for this is that an individual’s 
insurance program is not complete until 
accident insurance has been included. 
You, as insurance men, are not fulfilling 
the full measure of service until you are 
ready to provide the insurance buyers 
of your community w ith the rounded out 
line of insurance which will protect their 
income from every angle. It is not 
enough that you say, “I furnish protec- 
tion for the widows and orphans in case 
the bread earner dies.” Who is going to 
take care of the bread earner’s depend- 
ents when the bread earner isn’t ez arn- 
ing? If you do not do it, someone else 


will. 
Helps Establish Confidence 


Insurance is sold on _ confidence. 
Every time you place a policy, a con- 
fidence in you has been expressed. The 
same is true of any other insurance man 
and if he can get in the entering wedge 
he has an equal chance with you in get- 
ting further business, whether the enter- 
ing wedge be life insurance or accident 
insurance. It is probable, if you do not 
sell him that accident policy, someone else 
will and he may be a representative of a 
life insurance company. Do you want 
other life insurance men getting in on 
the business that you have already cre- 
ated? You know the first policy is al- 
ways the hardest one to sell. You sold 
him that first policy and you did the 
hard work necessary to sell him on the 
idea. You are entitled to the fruits of 
your labor; insure it by giving him the 
coverage that he deserves and needs and 
thereby keep the other fellow out of the 


field. 
Life Agent Not Informed 


The trouble with accident business 
from a life agent is that he doesn’t know 
enough about it. It is a different propo- 
sition from life insurance, and requires 
thought and study just as life insurance 
does. The average life man does not 
give this line the study it deserves; as a 
result the insured is not fully informed 
regarding his policy. When a claim 
arises there is dissatisfaction. A policy 
properly explained and properly sold 
seldom causes any trouble. I make this 
statement from experience, as in more 
than ten years in the field selling acci 

dent insurance I did not have a slagie 
lawsuit and but few disgruntled cus- 


tomers. 
Must Be Prepared 


The tendency of the times is for life 
companies to get more and more into 
the accident business, not only through 
accident and health departments but in 
the form of disability benefits, double 
indemnity, etc. Life men must learn the 
accident or be left behind. You are 
thereby in a position to give the great- 
est service that a life insurance company 
can give and add materially to your 
income. Before going into it, however, 
study it and steer clear of the breakers 
of ignorance and misinformation. And 
remember, when you start selling acci- 
dent insurance, that it is not a sideline 
to be used to advertise life insurance 


Postpone Federal Life Convention 


The Federal Life has postponed th: 
meeting of its 1925-1926 Federal Lif 
Club ard Inner Circle until next Jat 
wary. The change in the date is ex- 
pected to make it possible for man) 
agents who have not yet qualified for 
these clubs to produce sufficient busi- 
ness between Aug. 1 and Dec. 31 ¢ 








Is a life 


obtain membership in the organizations. 
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HOUSING PLAN VALUE 
TOLD BY HALEY FISKE 


Great Work Done for Low Sal- 
aried Workers Shown by Met- 
ropolitan President 


WORK IS TO BE EXTENDED 


Program Similar to That Carried Out 
in New York To Be Available 
in Other Cities 


NEW YORK, Aug. 18.—The Metro- 
politan Life, heartened by its successful 
experiments in building low-rental 
apartment houses here in the Borough 
of Queens, stands ready under proper 
conditions to invest millions of dollars 
in similar building projects in the other 
large cities of the country which are 
faced with serious tenement housing 
and slum problems. This announcement 
was made by President Haley Fiske in 
an article in a recent issue of “Collier’s” 
which should receive the widest possible 
distribution in order to dispel many all 
too popular misconceptions about the 
uses the great life insurance companies 
make of the money paid in as premiums 
by policyholders. 


Companies Do Big Work 


The general public has too little 
knowledge of the fact that a very large 
percentage of this money is invested in 
projects that directly or indirectly work 
a vast improvement in the environment 
in which they lead their daily lives. In 
a real sense the great life insurance 
companies render millions of their 
policyholders a double benefit and ser- 
vice. They not only protect by creating 
an estate for them or their heirs but a 
large part of the money paid in for this 
service they utilize in such a manner 
that the lives of these policyholders and 
the community in general are made 
easier, healthier, longer and happier. 


Cites Weekly Savings 


“Several tin boxes, with coin slits in 
the top, are nailed to the door jamb in 
Mrs. Rabinowitz’s kitchen,” writes 
President Fiske. “Mrs. Corsino, across 
the hallway in the dark crowded tene- 
ment, may keep similar boxes on a 
Shelf. In still another apartment Mrs. 
Casey may make use of tiny cloth bags 
or even cups or a sugar bowl. Such 
receptacles for saving are part of the 
equipment of most tenement houses. 
Some of the money goes for charity; it 
is surprising how much money is given 
to charity and the church by people of 
small incomes. But it is certain that 
some of the cash is being saved in these 
boxes, bags or bowls to turn over to 
the life insurance collector when he 
makes his weekly rounds. 

“Whose money is it after it has left 
Mrs. Rabinowitz’s hands? It still be- 
longs to her, or at least to the bene- 
ficiary of the life insurance policy on 
which she has just made the weekly 
payment. She may not thoroughly 
understand the financial operation in 
which she has participated—indeed, few 
persons ever do thoroughly analyze the 
operations of insurance—but the fact 
remains that she has only intrusted this 
money to the company knowing full 
well that when the policy becomes due, 
the money will be returned. 


Money Used for Policyholders 


“Why should not Mrs. Rabinowitz’s 
money, even after it is in the hands of 
the great life insurance company, be 
used for her benefit? Why should not 
the millions and tens of millions of 
dollars—the Metropolitan Life takes in 
Over $1,500,000 in cash ne she 
and Mrs. Corsino and Mrs. Casey and 





other people of small income place in 
trust in life insurance companies be used 
by these companies to make !ife easier— 
yes, to make life longer—for them and 
their families? 

“This is a new question, I know, in 
the field of American finance. It is a 
question I would not have asked unless 
I stood ready with an answer. My 
answer is not only that this money 
should be so used, but that the company 
which I represent has devised a method 
by which it may thus be put to work. 

“What is the greatest help that the 
accumulated millions of these dwellers 
in the tenement slums of our great cities 
can give to these low-salaried and 


crowded American families: 
Builds Better Homes 
Build 


“There is only one answer: 
them better homes. 

“There is no need of my painting the 
evils of tenement slums, the children 
that die for lack of sunshine, the lives 
and morals of boys and girls that are 
wrecked because of crowded rooms and 
crowded sleeping quarters. 

“It is my purpose in writing this 
article to announce that the Metro- 
politan Life is willing to lend upon ap- 
proved projects, at 5 percent interest, 
up to two- -thirds the value of the build- 
ings, under proper conditions, to build- 
ers of low-rental apartment houses with 
monthly rents ranging from $9 to $12.50 
a room. 

“This offer is made possible by the 
terms of the new housing law which has 
just been passed in the state of New 
York and is applicable only to such 
transactions. And it can be extended 
only, of course, to those states which 
pass laws similar in effect to the New 
York law. It is’ my opinion that this 
law, devised in the main by Gov. Smith, 
marks the first step in wiping out the 
disgraceful tenement conditions in our 
great cities. This law makes it possible 
for financiers to lend money profitably 
for the building of low-rental apartment 
houses that will crowd the old tene- 
ments out of existence. I_ believe, 
thanks to this law, that we may put a 
red circle around 1926 as the year in 
which Americans learned how to do 
away with slum tenements.” 


Housing Law Valuable 


Gov. Smith’s interest in the housing 
problem undoubtedly grew out of his 
early life in the East Side tenement dis- 
trict. No sooner was he elected gov- 
ernor than he turned his attention to the 
problem and discovered that some of 
the tenements were over 100 years old 
and no new ones were being built. He 
learned that people were still living in 
some that had been condemned as unfit 
for human occupation 44 years ago. No 
official has had the heart to turn the 
occupants out because no better places 
existed anywhere to which they might 
go. Seeing that without state aid build- 
ers could not engage in mass production 
of habitations, Gov. Smith decided and 
got the authority from the legislature to 
use the power of the state in aiding the 
construction of decent homes for the 
great mass of people with small incomes. 
He has developed this as a principle of 
government, and in the opinion of 
President Fiske it is a fundamental prin- 
ciple that will finally become established 
in America and will be the most effec- 
tive instrument used in destroying the 
foul slums of the large cities. 

The: Smith law extends the right of 
eminent domain to the condemnation of 
land for the building of low-rental 
apartment houses in instances where 
landlords demand unreasonable prices 
for land. It provides that the builder, 
whether an individual or a corporation, 
cannot earn more than a 6 percent profit. 
President Fiske believes that tenement 
reform would proceed more rapidly if a 
profit up to 8 percent were allowed. 
The law also stipulates that the builders 
must submit to the directions and speci- 
fications of the state architect so that all 
rooms shall be outside rooms into which 
sunshine may find its way and so that 
there shall be garden and walks and 
lawns. State control or state assistance, 
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A. F, PILLSBURY 


° | ‘He name of Pillsbur; 
is so closely linked 


with Minneapolis and the 
progress of this great mill- 
ing center that it is very 
proper that the Northwest- 
ern National Life should 
have a representative of 
that family and the mill- 
ing industry on its Board 
of Directors, A. F. Pills- 
bury is treasurer of the 
Pillsbury Flour Mills Com- 
pany. He is a member of 
the board of directors of 
the Twin City Rapid 
Transit Company, the 
First National Bank of 
Minneapolis, the Minne- 
apolis Trust Company, 
and the Farmers and Me- 
chanics Savings Bank. He 
was born in Minneapolis 
in 1869, and has been con- 
nected with the Pillsbury 
Flour Mills and other 
Pillsbury interests through- 
out his entire business 
career. He has been a 
director of Northwestern 
National Life since 1924, 
This is Number 7 of 
@ series of nine adver- 
tisements on the Board 
of Directors of North 
western National Life. 
Each member has been 
eminently successful " 
business and each is in 
close touch with the af- 
fairs of the Company, 
and takes an active part 
in the management of 
the Company. 
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WHY NOT BECOME A GENERAL AGENT? 


cor 


Many successful agents outgrow their present duties, and 


given for promotion. 


continue as sub-agents only because no opportunity is 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 


locations. 


eral General Agency contracts with choice of splendid 


Your communication will be received and treated with 


confidence. 





IRA F. ARCHER 
Superintendent of Agencies 
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President Fiske declares, is invariably 
necessary in furthering such projects. 


Company Very Active 


“My company has felt its way care- 
fully in the building and renting of low- 
rental apartment houses. We turned 
our attention to housing, as I have said, 
because if there is anything closer to the 
lives, health and happiness of Ameri- 
cans, the experts of this company have 
not been able to discover it. 

“Two years ago we built 54 apart- 
ment houses in three different locations 
in the Borough of Queens. These 
houses accommodate 2,125 families. To 
build these houses cost (with the land) 
$7,500,000. They were built on large 
plots of land. Large plots are necessary, 
for such buildings must be the result of 
mass production. 

“The rent? It is only $9.00 a room, 
with heat, hot water and janitor service 
thrown in. No rent is charged for bath- 
rooms. We have three, four and five- 
room apartments. There are no build- 





«A. 





ings better built in all New York, and 
the people who live in them are paying 
less rent that they would be paying in 
the crowded tenement districts. 

“I have said the company has made 
a good return in outbidding the slums 
and in building and renting these fine 
homes. Our net receipts, our profits, 
were 8.8 percent on the $7,500,000 in- 
vestment. The company takes 6 per- 
cent of this as interest, and the re- 
mainder, after income taxes are paid, 
goes toward wiping out the original in- 
vestment. 


Is Profitable Investment 


“What we have proved is this: That 
a rent of $9 per month per room, with 
additional service added, is profitable on 
such building operations when figured 
on actual cost and on land costing from 
$75 to $125 per front foot. Without 
low-cost wholesale building and low- 
cost land the company could not have 
maintained a $9-a-room rental. 

“It is with the utmost pleasure, there- 


Poor 
Legacy 


/VFEMORY only is a 
poor legacy for a man’s 
family to live upon after his 


death. 


Our esteem for a 


man after he has passed away 
is measured to a great extent 
by the character of the pro- 
vision he has made for those 
he has left behind—the crown- 
ing demonstration of his love 
for his wife and children. 
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fore, that I am able to repeat my an- 
nouncement, on behalf of my company, 
that, under properly safeguarded condi- 
tions such as I have roughly set forth 
above, the company will be ready to 
turn back into home building many mil- 
lions of dollars which are intrusted to it 
by millions of low-incomed Americans 
who are themselves in dire need of 
better homes.” 


WARREN C. FLYNN DROWNED 


Well Known St. Louis General Agent 
Loses Life While Bathing at 
Lake Michigan Resort 


Warren C. Flynn, manager of the St. 
Louis agency of the Massachusetts Mu- 
tual Life, was drowned while bathing in 
Lake Michigan at Grand Haven Tues- 
day afternoon. He left St. 


Louis 10 





WARREN C. FLYNN 


days ago to join his family at Grand 
Haven. Mr. Flynn, who was 42 years 
old, began his insurance career in De- 
troit with the late William J. Fischer, 
when 16 years old, and was with the 
Northwestern Mutual about two years. 
9 he accompanied Mr. Fischer to 

Louis. He was made general agent 
a the Massachusetts Mutual at Indi- 
anapolis, but two years later was trans- 
ferred to St. Louis. He served as mayor 
of University City from 1920 to 1925 
and was a leader in civic affairs of St. 
Louis. He is survived by his wife and 
two sons, 


WRITE HUGE GROUP POLICY 


S. T. Whatley, Agency of the Aetna 
Life in Chicago, Closes 
$50,000,000 Contract 


Arrangements have been concluded 
for the writing of one of the largest 
group policies ever written in the west, 
a $50,000,000 line having been placed 
with the Aetna Life by Swift & Co. 
The policy was placed through the 
agency of S. T. Whatley, Chicago gen- 
eral agent for the Aetna Life, and was 
arranged through the firm of Rollins, 
Burdick, Hunter Company. The policy 
provides protection for all members of 
the Swift & Co. Employes Benefit As- 


sociation. There are at present over 
34,000 members of this association 
eligible to purchase life insurance 


through the plan, each employe being 
eligible for an amount based upon his 
salary. It is estimated that the total 
involved when all the policies have all 
been written will be well in excess 
of $50,000,000. 





The profit of a good many trade trans- 
actions is as dubious as in this instance: 
“I traded my good-for-nothin’ mule for 
a bushel of oats an’, somehow, dat darn 
mule eat der oats, an’ I don see how I’s 
gwinter break even.” 








MUST PAY PROFIT TAX 
RULES ON ASSOCIATION RANK 


Not .a Life Insurance Compzny or 
Beneficial Society Under the 
Circumstances 


A voluntary unincorporated associa- 
tion doing business under the general 
form and mode of procedure of an in- 
surance corporation, though having no 
capital stock, is subject to the profits 
taxes imposed upon corporations by 
section 301 of the Revenue Act of 1918, 
unless otherwise exempt under the pro- 
visions of section 304 of that 7 ac- 
cording to a decision of the nited 
States Board of Tax Appeals. F x the 
purpose of computing the profits taxes, 
the Board held, its invested capital may 
be entirely computed under the provi- 
sions of subdivision (3) of section 326 
(a) of the Revenue Act of 1918. The 
above is contained in a decision ren- 
dered in the case of the Philadelphia & 
Reading Relief Association wherein an 
appeal was taken from the determina- 
tion of the Commissioner of Internal 
Revenue of deficiencies in income and 


profits taxes for the years 1919 and 
1920 totalling $19,884. The association 
was held not to come within the quali- 
fications of an insurance company or a 
beneficial society. An association, the 
Board announced, not organized for 
fraternal purposes, having neither 
lodges, ritual, ceremonial, or regalia, 


owing no allegiance to any other au- 
thority or jurisdiction, and whose mem- 
bers are engaged in numerous and di- 
verse vocations, though employes of a 
common employer, is not a_ fraternal 
beneficiary association operating under 
the lodge system and, therefore, is not 
exempt from taxation under the provi- 
sicns of subdivision (3) of section 231 
of the Revenue Act of 1918. 


/NEWS OF FRATERNALS| 


Brotherhood of American Yeomen 


New forms of certificates are now in 
process of preparation by the Brother- 
hood of American Yeomen of Des 
Moines. This association has been on 
the American Experience 4 percent re- 
serve and actuarially solvent since 1924. 

* * * 


New Era Association 


A very extensive revision of plans is 
being undertaken by the New Era As- 
sociation of Grand Rapids, Mich. In 
fact it will be about six months before 
the new plans are put into operation. 
At present all of the certificates issued 
by this association with the exception 
of the “flexible level premium” class, 
are on the American Experience 4 per- 
cent rates and reserves. 

* * * 


Columbian Mutual Life 


Plans for becoming a mutual “old 
line” company have just been complet ted 
by the Columbian Mutual of Memphis, 
Tenn. This society has over $33,000,000 
insurance in force. For some time it 
has been operating along the lines of an 
old line company, issuing the same 
forms (except endowments) and grant- 
ing the same privileges. The valuation 
of insurance in force on Jan. 1, 1926, on 
the 3% percent reserve basis left a surt- 
plus of $163,096 above the amount re- 
quired for the reserve. The Columbian 
Mutual was formed in 1922 by the 
merger of the Columbian Woodmen of 
Georgia and the Columbian Woodmen 
of Mississippi, the Georgia society as- 
suming control and moving to Memphis. 


“I have seen the benefit of side lines 
in case of a summer boarding house 
here,” an agent writes. “It wasn’t profi- 
table till the proprietor became an 
expert poker player and his wife good 
at bridge.” 
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HIGH 


DEATH RATE IS 


OPTIMISTIC AS TO FUTURE 


Metropolitan Life Report for 
Shows Bad Experience Thus 
Far This Year 


The statistical report of the Metro- 
politan Life for July and the first six 
months of the year shows an increased 
mortality the first half of this year, with 
total results less favorable than for the 
same period of any year since 1920. 
The increased mortality. was chiefly due 
to the influenza and pneumonia out- 
break, the most severe since the 1920 
epidemic. 

No Occasion for Pessimism 


The Metropolitan Life in its summary 
of the situation suggests, however, there 
is no occasion for pessimism as yet, if 
the experience of 1920 is taken as an 
example, for though the first of the year 
of 1920 showed a severe death rate, the 
second half of the year showed such a 
marked improvement that the total for 
the year was the minimum rate regis- 
tered for industrial population up to that 
time. Thus the experience for the re- 
mainder of this year may over-balance 
the heavy losses of the first six months 
and bring the total to normal. The 
June death rate per $1,000 was 9.5, com- 
pared with 9.6 in 1925 and 9.3 in 1924. 
For the first half of the year, however, 
the death rate of 1926 was 4 percent 
above that for the corresponding period 
of 1925. 

Is Record Measles Year 


In addition to the increase in in- 
fluenza and pneumonia deaths, the com- 
pany found increases in deaths from 
measles, organic heart disease, chronic 
nephritis and cerebral hemorrhage. 
These increases have more than counter- 








of diphtheria, tuberculosis, accidents 
and other causes. 
| Many Deaths From Measlics 


| The experience in measles thus far 


have been more deaths among American 
and Canadian children from this cause 
in the first six months of this year than 
in any similar period since the company 
began collecting statistics. The rate of 
17.6 per 100,000 exposed was exactly 
four times as high as was recorded last 
year. The Metropolitan Life suggests 
that the higher death rate this year for 
organic heart disease, Bright's disease, 
and cerebral hemorrhage is due in part 
to the influenza outbreak, as influenza 
hastens the death of many persons suf- 
fering from chronic diseases. 


Other Changes Cited 


The tuberculosis mortality has im- 
proved again this year but it is noted 
that the decline in the death rate is not 
in accord with the rate of decline of 
recent years. The improvement in the 
past 10 years has been remarkable, how- 
ever, so that the company does not look 
on it as a discouraging development. In 
the periods between 1915 and 1925 tuber- 
culosis mortality of the Metropolitan 
industrial policyholders was reduced 51 
percent. One other surprising result 
was the total of deaths from alcoholism 
of Metropolitan industrial policyholders, 
the first six months total being 308 and 
the death rate 3.6 per 100,000. This is 
the highest death rate for alcoholism 
for the first half of any year since 1917. 
It is an increase of 20 percent over the 
figures shown in the first six months of 
last year. Also the record of automo- 
bile mortality continues to be bad, the 
death rate from this cause increasing 
among both white and colored policy- 
holders. The company cited this as a 
challenge to every organization inter- 
ested in public safety problems. 
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|REPORT ASSOCIATION GAINS | 


July | this year has been the worst in the National Organization Had Increase of 


Members During 
Past Year 


1,541 


A report of the progress of the Na- 


| tional Association of Life Underwriters, | 


| compiled at the headquarters office last 


|GOOD PROGRESS SHOWN | 


week, shows a net gain in membership | 


| of 1.541 during the year ended June 
30. Membership in the 191 local asso- 
ciations affiliated with the National or- 
ganization totals 15,031, compared with 
13,490 a year. A -gain of 3,558 was 
reported by certain associations but a 
| loss of 3,017 in other associations re 

| duced the net increase. 

Of the total associations, 107 showed 
increases in membership, cight showed 
neither loss nor gain and 76 showed 
losses. The New York Association 
showed the greatest gain, increasing its 
membership to 1,620, a gain of 197. The 


loss, dropping from 521 to 216. The 
Philadelphia Association showed a loss 
of 200 in its membership and Kansas 
City a loss of 111. During the year 
39 applications were received for new 
and reorganized associations. Eight 
associations were dropped because of 
non-payment of dues or 
abandonment of the organization. Thus 
the net gain in the number of associa- 
tion members was 31. 


Arrange Detroit Meeting 


Plans are being made for the Detroit 
meeting of the Insurance Advertising 
Conference, to be held Oct. 18-19, W. 
W. Ellis, president of the conference 
having named the program chairman, 
C. E. Rickerd, advertising manager of 
the Standard Accident, will have charge 





Seattle Association showed the largest | 


13 


of this program, the theme of which 
will be, “Helping Our Agents Produce 
More Business.” 


Will Have Golf Tournament 


Henry Abels, vice-president of the 
Franklin Life, who is secretary of the 
American Life Convention Golf Club, 
announces that the annual tournament 
will be played at the Lochmoor Club in 
Detroit, Aug. 30-31, which constitutes 
the two-day period prior to the opening 
of the convention, The qualifying round 
starts at 8:30 o'clock the first morning. 
The first round will start at 1 p. m. 


Analysis Is Made of 
Declined Applications 


HE New England Mutual Life has 
analyzed the applications declined 
last year to determine the number and 


| percentage to total applications by age. 


because of | 


| 
| 





Its analysis is as follows: 


Age Number Per Cent 
Group Declined Declined 
~19 144 7.6 
20-24 318 7.4 
25-29 284 6.3 
30-34 285 6.0 
35-39 224 5.4 
40-44 245 7.4 
45-49 181 8.3 
90-54 144 10 
55-59 121 17.5 
60 82 26.7 
Total 2028 7.4 


The company calls attention to the 
fact that there is a gradual decrease in 
percentage up to the group ending with 
age 39. Thereafter there is a rapid in- 
crease, » That impairment after 40 is in 
the ascending scale is very clearly in- 
dicated. The New England Mutual Life 
draws attention to the fact that the table 
shows the prospect that procrastination 
after age 35 involved a positive, growing 
and measurable risk. 

Explosions of illicit “booze” stills, some 
resulting in fire and death, in all parts 
of the country, continue to reveal law- 
lessness and fire and explosion hazard. 
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and Agents 


Reduced Non-participating Rates 
Increased Dividend Scale 
Increased Service to Policyholders 


Admitted Assets 
$6,874,226.76 


If looking for a new connection write the Home Office 


CENTRAL LIFE INSURANCE 





Business in force 


$51,294,000.00 


COMPANY OF ILLINOIS 
CHICAGO 






PROGRAM FOR 1926 


Several New States Opened 
Free Educational Course 
Increased Standard of Solvency 


All of which came over our own counter—no consolidations. 


Surplus to Policyholders 
$685,729.79 
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Exit a Capable Commissioner 


SINCERE regret as well as surprise was 
expressed in insurance circles when word 
was received of the enforced resignation 
of Samuet W. McCuttocn, superintend- 
ent of the Pennsylvania insurance depart- 
ment for the past three years, and con- 
tinuously an attache of the office since 
1883. With the exception of Harry D. 
AppLeTon, deputy superintendent of New 
York, Mr. McCuttocn has probably a 
longer period of service with an insurance 
department to his credit than any other 
official in the cpuntry. He is not only 
well known to underwriters of all persua- 
sions, but he is exceedingly well liked. In 
all their dealings with him insurance men 
Mr. McCuttocu absolutely 


Essentials 


Tue Mutvat BENEFIT lists 10 essentials 
for successful life insurance salesmen. 
There may be a difference of opinion 
among life insurance men as to the 
grading or sequence of essentials. The 
Mutvat Benerit Lire does not list “in- 
dustry” in its essentials. It seems to 
us that that is one of the most neces- 
sary qualities of a successful salesman. 
He may have to his credit a number of 
other virtues, but if he is given to sloth 
he will not get very far. Many super- 
vising officials claim that if a man will 
actually work and see people seriously, 
he will succeed in spite of himself. 
Cértainly industry is one of the cardinal 
characteristics that should accompany a 
man in his life insurance work. 

The 10 essentials that the Mutua 
Benerit presents are as follows: 

1. Health—Fundamental to the high- 
est success in any vocation is soundness 
of mind and body. 

2. Knowledge—The 
salesman offers excellent 
for the use of the following kinds of 
knowledge: 

a. Knowledge of self. 

b. Knowledge of human nature. 
the need cf 


have found 


work of the 
opportunity 


c. Knowledge of the 
prospect. 

d. Knowledge of his company. 

3. Confidence—The salesman should 
believe in himself, his contract, his com- 
pany and his prospect. 

4. Self-Control—The power of self- 


fair, and anxious to promote friendly re- 
lations between companies and their policy- 
holders. Pennsylvania is an important in- 
surance state, boasting a number of strong 
fire, life and casualty companies, The 
business of the commonwealth has always 
been conducted with a minimum of fric- 
tion. The resignation of Superintendent 
McCuLtocuw was asked for by Governor 
Pinchot, who asserted that the “depart- 
ment of insurance failed to live up to the 
standards of efficiency which this admin- 
istration has endeavored to establish for 
all departments.” 

It is unfortunate that the exigencies of 
politics have dethroned so experienced 
and capable an official. 


for Success 


control consists chiefly in 
of attention. 

5. Courtesy—Courtesy, according to 
William Walker Atkinson, is that re- 
spectful demeanor towards others which 
is the mark of innate refinement and 
good training. 

6. Cheerfulness—All doors are open 
to the sunny faced man and-he will be 
invited to enter where the sober faced 
or gloomy individual has to fight his 
way. 

7. Tact—Tact is the characteristic 
that comes from the power to discern 
the mental attitude of those with whom 
we come in contact. 

8. Enthusiasm—As far as the sales- 
man is concerned, enthusiasm is zeal for 
his work, zeal that comes from belief in 
his company, belief in his contract, and 
belief that the prospect will be bene- 
fited by the knowledge that he can con- 
vey. 

9. Observation—By means of trained 
powers of observation the salesman is 
able quickly to interpret his environ- 
ment, to note the general characteris- 
tics of men, and to understand their va- 
rious moods. Through observation of 
the place of business, a salesman may 
obtain a good idea of the sort of man 
with whom he has to deal. 

10. General Appearance—The first 
impression that a prospect gains of the 
salesman ‘is that which comes from 
general appearance. 


the power 


Effect of Confidence 


WHEN a salesman gets an order men- 
tally, the battle is half won. It is the 
confidence that the order will come that 
gives determination and will power. 
Sales momentum is engendered largely 


through the mind. When the salesman 
is out for orders and he knows he is 
going to get them, nothing can stop 
him. His conviction that he will suc- 
ceed brings success. 





Jules Girardin of Chicago, general 
agent of the Phoenix Mutual Life, 
broke into print a few days ago at the 
time the demolition of the Woman's 
Temple building started in that city. 
The Woman’s Temple was erected by 
the Woman's Christian Temperance 
Union and was a landmark in Chicago 
for some time. The uniqueness of its 
promotion and the fact that the Wom- 
an’s Christian Temperance Union was 
back of it added greatly to its prestige. 
‘Mr. Girardin was the first tenant in the 
building. He established the Phoenix 
Mutual Life office there April 30, 1892, 
moving from the old Schlosser block. 
The Chicago “Daily News” chronicled 
the fact that Mr. Girardin was the first 
tenant and ran his cut. 


_Frank T. Partridge, secretary of the 
New England Mutual Life, has reached 
the age of 60. On his anniversary six 
general agents went to Boston and gave 
a dinner in his honor, they being Wil- 
son Williams, New Orleans; A. . 
Saltzstein, Milwaukee; Edgar C. Fowler 
Chicago; Edward W. Allen, New York: 
Henry Thomas, Louisville: Robert J. 
Guinn, Atlanta. President D. F. Appel 
and Vice-President Foster were invited 
guests. Mr. Partridge is held in high 
regard by all people connected with the 
company. 


As a part of the plans for the new 
home office of the Bankers Life of Des 
Moines, artists have produced designs 
for a bronze tablet in memory of the 
late George Kuhns, who died in January 
1926, after serving the company as 
president for ten years. The tablet will 


— the names of all members of the 
701€ 


Medal Club of th 
b e company 
founded by Mr. Kuhns in 1918. The 
club for 1926, known as the George 


Kuhns Memorial Gold Medal Club, will 


probably be given the place of |} 
} Z 2 
the tablet. . — 


George D. Eldridge, prominent act- 
uary and former fraternal official died 
at his home at Cambridge, Mass.. at the 
age of 78. Mr. Eldridge entered the 
insurance business when a very young 
man, starting as editor of an insurance 
journal and continuing in editorial work 
for a number of years. He became in- 
terested in fraternal insurance and took 
up actuarial work, for a time being an 
official of one of the fraternals. Mr 
Eldridge formulated the National Fra- 
ternal Congress table of mortality in 
1898 and he was the chief witness under 
examination by Charles Evans Hughes 
in the 1905 investigation. More recently 
he has been doing independent actuarial 
work, making his residence at Cam- 
bridge, Mass. He is survived by a 
daughter and a son, W. T. Eldridge 
who succeeds him in the actuarial prac- 
tice at Cambridge. 


_ The last edition of the “International 
Kiwanis” refers to Charles W. Gold of 
Greensboro, N. C., vice-president and 
treasurer of the Jefferson Standard Life 
He is serving his second term as inter- 
national trustee of the Kiwanis, having 
been elected at the St. Paul convention 
He was chairman of the Greensboro 
Club and chairman of the international 
committee on business standards for 
1923-24. Mr. Gold is well known to the 
life insurance fraternity and in his own 
4 he is te my in many activities 

Pe is vice-president of the Greensboro 
Joint Stock Land Bank, spedibent of a 
Hotel Holding Company, director and 
member of the finance committee of the 
Atlantic Bank & Trust Company. He 
was formerly president of the Greens- 
boro Chamber of Commerce, a member 
of the North Carolina state committee 
on agriculture and a director and mem- 
ber of the executive committee, North 
Carolina State College of Agricultur 
and Engineering. J 
: Mr. Gold is being prominently men- 
tioned in connect'sn with the executive 




















CHARLES W. GOLD 
Vice-President Jefferson Standard 


committee of the American Life Con- 
vention. A number of his friends have 
asked him to become a candidate at the 
forthcoming Detroit convention. He is 
one of the old standbys of the American 
Life Convention and is very popular. 

Francis X. Quinn, vice-president of 
the Fidelity Mutual Life, has just re- 
turned from an extensive tour of Nor- 
way and North Cape, Iceland. He 
visited Hammerfest, the most northerly 
town in Europe, and also Reykjavik, 
Iceland. Mr. Quinn went to the Land 
of the Midnight Sun and penetrated as 
far as 500 miles north of the Arctic 
Circle. He sailed back down the coast 
of Norway, running through the famed 
fjords and viewing the marvelous 
waterfalls and glaciers of that wonderful 
country. 


J. Carlton Smith, agent in Richmond, 
Va., for the Metropolitan Life for sev- 
eral years, was drowned last week at 
St. Augustine in a futile attempt to save 
two Camp Fire girls in the surf there. 
He had rescued three girls before he 
went to the aid of those who lost their 
lives. Mr. Smith left the service of the 
Metropolitan at Richmond last year to 
go into the real estate business im 
Florida. 

Atlee Pomerene, who recently was 
victorious in the Democratic primaries 
in Ohio for the United States senator- 
ship, served as a member of the upper 
house for 12 years. A few months ago 
he was elected one of the directors of 
the Royal Union Life of Des Moines. 
He is a graduate of Princeton Uni- 
versity, having been a classmate of the 
late Job E. Hedges, general counsel for 
the Association of Life Insurance Prest- 
dents. Some years ago Senator Pom- 
erene addressed the annual meeting otf 
the Life Insurance Presidents. 

One result of the severe thunder 
storm that raged through New York 
City and its suburbs last Friday was the 
destruction by fire of the 40-room 
mansion of the late George W. Perkins 
at Riverdale. The house was struck by 
lightning and so badly damaged in the 
resultant fire that it is a question whether 
it would pay to rebuild it. While Mr. 
Perkins was for a number of years 4 
partner of J. P. Morgan and gained in- 
ternational fame as a financier, he will 
best be recalled by life underwriters a5 
a former vice-president of the New 
York Life in charge of its production 
department. Under his masterful leader- 
ship the agency force of the company 
was developed to a high degree of eMm- 
ciency and an impetus given to the 
securing of business that has been well 
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— 
sustained by his successor {fn office, 
Thomas A. Buckner. Mr. Perkins origi- 
nated the Nylic system of pensions for 
agents of the New York Life, which has 
proven effective in retaining the services 
of representatives to the company; pre- 
venting that large turnover in the field 
staff formerly a serious problem for its 
management. 

H. B. Johnston, general agent of the 
Missouri State Life in Chicago, has been 
on an enforced absence from his office 
for some weeks. At first it was 
thought to be a nervous breakdown but 
later examination seems to reveal an 
infected condition of his teeth which 
has caused poison to get into his sys- 
tem. Mr. Johnson has been general 
agent of the Missouri State Life and 
its predecessor, the Hartford Life, for 
31 years. 

Word has been received at Gales- 
burg, Ill., of the death of Irvin Coun- 
tryman, for a quarter of a century an 
insurance man in that city, who died 
at his home in Pasadena, Cal., where 
he had resided the last three years. He 
was general agent for the Equitable 
Life at Galesburg and was widely 
known in business and civic circles. 

Martin H. Beck, agency director for 
the Sioux City, Ia., branch of the New 
York Life, died last week after a 
septic infection following diabetes. He 
had been ill two weeks, stricken while 
visiting a brother in St. John, Can. 
Mr. Beck was born July 31, 1878, in 
Watsontown, Pa., the family coming 
in 1881 to South Dakota, where he grew 
to manhood. He joined the New York 
Life in 1914 and rose to agency direc- 
tor at Sioux Falls, being transferred 
to Sioux City in 1919. 

Alfonso De Navarro, director of the 
Equitable Life of New York, died sud- 
denly this week of apoplexy at Brechin, 
Scotland, where he had been spending 
a few days as a guest at the shooting 
lodge of George F. Baker, Jr., of New 
York. Born in 1863, the son of a former 
Spanish consul general, Mr. De Navarro 
was a pioneer in the cement industry, 
being vice-president of the Atlas Port- 
land Cement Company at the time of 
his death. As a trustee of St. Patrick’s 
Cathedral, he was a very prominent 
Catholic layman, Mr. Navarro was al- 
ways an enthusiastic sportsman, in his 
youth having been one of the most 
famous players of the day. 

Charles D. Keep, head of the auditing 
department of the Phoenix Mutual Life, 
died of heart disease at his home at 
Hartford Sunday. Mr. Keep had just 
returned from a vacation trip in Maine. 
He was 68 years old and had been with 
the Phoenix Mutual Life for over 50 
years. e 

G. S. Nollen, president of the Bank- 
ers Life of Iowa, and W. W. Jaeger, 
vice-president, with their families, left 
on an automobile trip this week to in- 
clude three weeks in the Great Lakes 
region. They will travel through Wis- 
consin, Illinois, Minnesota, Michigan 
and other states. 


_R. M. Colquitt, general agent of the 
Pan-American Life at Houston, Tex., 
who is a son of ex-Governor Colquitt 
of Texas, was injured when an automo- 
bile he was driving collided with a 
smaller car near Dickinson. Mr. Col- 
Guitt has several broken ribs and is in 
John Sealy Hospital at Galveston. 

E. B. Hamlin, of Cleveland, state man- 
ager ot the National Life of Vermont 
and a director of that company, is now 
in northern Quebec, recuperating from 
a rather extended illness. He will re- 
turn in time to attend the national con- 
vention at Atlantic City. 


Announcement has been received of 


the birth of a daughter to Mr. and Mrs 
L. O. Shudde of Beaumont, Tex. Mr. 

















Ask Dad 


He knows the value of an education. So does Mot- 
her. Both of them are eager to talk over plans for the 
education of their. boy or girl. 


They are willing to make the necessary sacrifices 
to give George or Geraldine a better chance in life than 
father and mother had. 


A saving and protection plan which assures the 
son or daughter an educational fund, whether father 
lives to complete his deposits or not, meets the re- 
quirements exactly. 


The Juvenile Policy written by The Lincoln 
National Life Insurance Company is written on the 
lives of Children on ages 1 day up to 14 years and 
reaches full face value on the anniversary of the policy 
on which the insurance age of child is 5 years. 


The Juvenile Policy is issued on ordinary Life, 
20 Pay Life, 30, 25 and 20 Year Endowments or 
Terminal Endowments maturing at ages 16 to 21 in- 
clusive. Waiver of further premiums in event of the 
death or disability of the father may be provided by 
Payor Insurance feature. 


Lincoln National Life agents give their results 
with the Juvenile Policy as another reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 





‘‘Its Name Indicates Its Character”’ 
Lincoln Life Building Fort Wayne, Ind. 


More Than $425,000,000 in Force 








Shudde was actuary for the Iowa insur- 
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Empire Mutual 


Life Insurance Company 


of the United States 


Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 


1700 I Street, N. W., Washington, D. C. 
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If You Have Knocked the “T” Out of “Can't” 


WE CAN (1 
GIVE 


LA FAYETTE, INDIANA 


You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 


"“ [A FAYETTE LIFE 











ance department and later actuary for 
the Merchants Life of Des Moines, prior 


to becoming actuary for the San Jacint, 
Life of Beaumont. 














LIFE AGENCY CHANGES 








OPEN PHILADELPHIA OFFICE 





Lincoln National Life Appoints Charles 
A. Wooster Manager for Pennsyl- 
vania and Southern New Jersey 





A Philadelphia branch office has just 
been opened by the Lincoln National 
Life at 714 Packard building. Charles 
A. Wooster is the manager for Pennsyl- 
vania and southern New Jersey. After 
graduating from Trinity college, Hart- 
ford, Mr. Wooster went to work for the 
Travelers in 1918 and continued in the 
field for this company five years. Later 
he joined the forces of the London 
Guarantee & Accident in the Phila- 
delphia territory. He was manager of 
the health and accident department for 
that district. Now he has gone with the 
Lincoln National Life in the same terri- 
tory with a more responsible position 
than he has ever before held in the in- 
surance field. 





D. S. Kruidenier 


D. §. Kruidenier of the Kruidenier 
Cadillac Co. at Des Moines, Ia., left 
Des Moines this week with his family 
to make his future home in San Diego, 
Calif., where he will become general 
agent for the Equitable Life of lowa. 





Stanley Reed 


Stanley Reed, formerly secretary of 
the Inter-Southern Life, is with his 
brother, McKay Reed, general agent for 
the John Hancock Mutual Life, which 
entered Kentucky in the spring. Mr. 
Reed left the Inter-Southern some 
months ago. 
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NOW OPEN 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 
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Plus Unexcelled Home Office Co-operation 
Excellent General Agency Territory in Illinois, Indiana, Iowa, Missouri, Michigan 


MUTUAL LIFE OF ILLINOIS 


H. B. Hill, President 


6—Female Insurance 
Without Restrictions 
7—Annual Dividend 
8—Non-Participating 
9—Sub-Standard 





NEW PHILADELPHIA AGENCy 





Connecticut Mutual Opens New Office 
in Uptown Section with E. R. 
White as General Agent 





PHILADELPHIA, Aug. 19.—A 
second general agency in this city has 
just been opened by the Connectitut 
Mutual Life. It is in the uptown section 
of the city at 907 Franklin Trust build. 
ing, Chestnut and 15th streets, and is jn 
charge under the direction of Edwin R. 
White as general agent. 

Mr. White’s territory will embrace the 
counties of Bucks, Montgomery, Phila- 
delphia, Delaware and Chester. Mr. 
White has withdrawn from the partner. 
ship of Black, White & Allen, down- 
town agents of the company, in order to 
develop this new territory. 

The downtown agency will continue 
as before in the Drexel building at 
Chestnut and 5th streets. T. L. Black 
is in charge there. The firm will in the 
future be Black & Allen. 





L. W. Kellerman 


L. W. Kellerman, Chicago manager 
of the Union Mutual Life, has resigned 
and has gone with the Girault general 
agency of the Equitable Life of New 
York in that city. The office is in 
charge of Miss FPF. D. Whitlow unti 
Superintendent of Agents Stinne arrives 
to make a new appointment. 


R. W. Steckler 


R. William Steckler has been ap- 
pointed manager of the Topeka office of 
the Security Mutual Life of Nebraska. 
Mr. Steckler started in the life insur- 
ance business as an agent of the Metro- 
politan at Winfield, Kan., and more re- 
cently has been agent for the Equitable 
Life of Iowa in the Topeka district. 


Frank Richards 


The Security Mutual Life of Lincoln 
Neb., has been licensed in Oregon and 
is organizing an agency plant in that 








| state with Frank Richards as state man- 
| ager. 


R. J. Littlefield, Jr. 


R. J. Littlefield, Jr., has been ap- 
pointed general agent for the United 


| Fidelity Life for Dallas and vicinity. 





H. E. Moen 
The Jefferson Standard Life has been 


| @censed in Minnesota and has already 
E. 


started operations in that state. H. 
Moen, formerly manager for the Jeffer- 


| son Standard at Oklahoma City, has 
| been appointed manager for the entire 
| state. Mr. Moen formerly lived in Min- 


(An Old Line Legal Reserve Company) 


Home Office: Springfield, III. 


F. M. Feffer, Vice-President-Agency Director 
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Our salesmen have the following eet | 


1—Non-Medical 
Savings 
3—Monthly Premium 
4—Juvenile Policies 
5—Payor Insurance 


10—Health and Accident 
11—Direct Mail Advertising 
12—Sales Promotion Dept. 
13—Educational Course. 
14—Sales Books 
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nesota and is thoroughly familiar with 
conditions there. The branch office will 
be located in Minneapolis at 802-4-6 
Baker building. 


E. J. Neal 


E. Johnson Neal has been made gen- 
eral agent at Raleigh, N. C., for the 
Connecticut General Life. Mr. Neal has 
been active in insurance for several 
years, first in Indiana and later in North 
Carolina, where he was employed as 
agency supervisor for the company until 
his recent promotion. 


F. W. Williams 


F. W. Williams, who conducts a large 
general insurance agency at Meridian, 
Miss., has taken the representation in 
that state for the Southeastern Life of 
Greenville, S.C. R. E. Burton, who has 
been general agent for the Southeastern 
Life in western North Carolina, has 
moved to Mississippi, and will have 
charge of the life insurance department 
of the Williams office. 


Cc. D. Morton 


W. H. Savage, vice-president of the 
Great Republic Life, has announced the 
appointment of Claude D. Morton as 
general agent at San Jose, Cal., in 
charge of Santa Clara county and ad- 
jacent territory. Mr. Morton has been 
district manager at San Jose for the 
California State Life the past two years, 
and had been connected with that com- 
pany for several years as a personal 
producer and agency manager. 














James M. Sconyers 


James M. Sconyers of Claxton, Ga.,has 
been appointed general agent for the 
George Washington Life. Mr. Sconyers 
is widely acquainted in his part of 
Georgia and has had a wide experience 
in the life iasurance business. 


Cc. F. Carl 


C. F. Carl, for many years a district 
manager of the company, has been ap- 
pointed western superintendent for the 
Midland National Life, with headquart- 
ers at Oakland, Cal. Mr. Carl will have 
general supervision of California, Ore- 
gon and Idaho. The company is open- 
ing new branch offices in St. Paul and 
Denver. 





W. R. Fraundorf 

Walter R. Fraundorf, one of the big 
producers of the Pacific Mutual Life 
home office agency in its Santa Bar- 
bara field, has been appointed district 
manager at Santa Barbara, Cal., for the 
Missouri State Life. He was a member 
of the Big Tree Club of the Pacific 
Mutual, with which company he had 
been connected the past five years. 


George H. Doggett 

The Continental Life of Delaware has 
been admitted in Massachusetts and an- 
nouncement is made that George H. 
Doggett, well known throughout the 
country as a director of life insurance 
schools, will become manager of the 
company for eastern Massachusetts. 
_Mr. Doggett is a native of Brooklyn, 
N. Y. He went through the public 
schools of his native city and attended 
the Carnegie Institute. He began his 
msurance career with the Columbian 
National Life in Boston in 1918 and 
remained with that company for five 
years. In 1923 he entered the Moore & 
Summer’s home office general agency of 
_ New England Mutual Life in Bos- 

n. 

In 1923 Mr. Doggett was called upon 
to take charge of the school of insurance 
at the University of Oklahoma for the 
season. The following year he had 
charge of a similar school at the Uni- 
versity of Buffalo. In 1923 and 1924 
he directed the insurance schools con- 
ducted by Northeastern University in 
Boston and Springfield. In 1924-25 Mr. 

oggett was in charge of the special 
agency schools of the Moore & Sum- 
mers agency in Boston, the Robert 
Brown agency of the Columbian Na- 
tional Life and the school of insurance 
at the Boston Chamber of Commerce. 





The past year he has had charge of the 
agency school of the Paul F. Clark home 
office agency of the John Hancock Mu- 
tual Life in Boston. Mr, Doggett is a 
graduate of the second year of the 
Carnegie School of Life. Insurance and 
for some time president of the Alumni 
Association of Approved Life Insurance 
Schools. 





E. C. House 


Ernest C. House has been appointed 
state supervisor for the Business Men’s 
Assurance in Ohio. He has been with 
the company only two years, but in 
his first year he qualified as a director 
of the leading producers club. Before 
entering the life insurance field Mr. 
House was engaged in evangelistic 
work, 





Life Agency Notes 

George W. Bobb, for many years in 
the wholesale grocery business’ in 
Columbus, O., has joined the staff of 
the Northwestern Mutual Life. He will 
work in Columbus and central Ohio, 
specializing in partnership and corpo- 
ration insurance. 

Francis D. Ouimet of Boston, one of 
the foremost golf players of the coun- 
try, has decided to take up the business 
of selling life insurance. He has joined 
the sales division of the group depart- 
ment of the Metropolitan Life and after 
the usual period of training will be- 
come connected with the New England 
branch of the company. 














A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
during these months of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 
Exposition of 1876. 


The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. , 


Orgenised 1847 
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“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus “we 
$1.50 


buyer of “Easy Lessons in Life Insurance,” a text and review book with quiz supplement. 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 
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Medical. 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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Greatest Opportunity 


is in the South, according to students of Amer- 
ican Economic Life. 


We have attractive openings in our general 
agencies in the following states: 


North Carolina 
Florida 
Alabama 
Texas 
Virginia 

Mississippi 

South Carolina 

Georgia 
Tennessee 
Maryland 

District of Columbia 

West Virginia 

Kentucky 


Atlantic Life 


In surance Company 
RICHMOND, VIRGINIA 


‘‘Honestly It’s the Best Policy’’ 

















GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes.- 

5—A Line of Special Estate and Income Contract Uns 

6—Rate Book illustrations that help you sell and sell big. 

7—Pre disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

elps such as no other Agency offers you and backed by a 

live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 
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INTEREST IN OHIO PRIMARY 





H. L. Conn, John Pattison and C. A. 
Meyers, Jr., Among In- 
surance Winners 





Ohio nominations made at the pri- 
mary last Tuesday were of interest in 
many communities to insurance men. 
Harry L. Conn, superintendent of insur- 
ance, was nominated for justice of the 
supreme court on the Democratic ticket. 
Mr. Conn had no opposition. The 
Democratic governor of the state, A. 
V. Donahey was renominated. In the 
event that Governor Donahey should be 
reelected and Mr. Conn defeated, it is 
surmised that Mr. Conn would retain 
his present place as superintendent of 
insurance. John W. Pattison, vice- 
president of the Union Central Life, was 
nominated on the Democratic ticket for 
treasurer of the state. He will be opposed 
on the Republican ticket by Bert B. 
Buckley, well known to the fire insur- 
ance men of the state by reason of hold- 
ing the office of state fire marshal sev- 
eral years ago and his more recent 
service as a deputy in the attorney-gen- 
eral’s office. In Cincinnati, Charles A. 
Meyers, Jr., of Guntrum, Clemons & 
Meyers was nominated on the citizens’ 
ticket for county commissioner. He was 
nominated as an anti-Hynicka man, mak- 
ing a splendid race, winning the nomina- 
tion in spite of the fact that opposition 
to the Hynicka candidate was divided 
with an independent candidate. 





Gumm Now State Manager 


Paul Hawkins of Hawkins & Gumm, 
Ohio state managers of the Peoria Life, 
has resigned to go into commercial lines. 
He has been with the Peoria Life for 
nearly 10 years. Karl Gumm will be in 
charge of the Ohio agency. He will be 
assisted by Walter H. Ross, formerly 
district manager at Danville, Ill. Mr. 
Ross is succeeded at Danville by Oscar 
E. Moreland. 





Mutual Trust Connecticut Rally 


The Connecticut agency force of the 
Mutual Trust Life of Chicago held its 
field day at Double Beach, Conn., last 
week with an attendance of about 50 
agents. 





Announce Ohio Appointments 


The Mutual Life of Illinois has been 
licensed in Ohio. H. W. Rice becomes 
state manager for the life department 
and F. F. Ehlen manager of the accident 
and health department, both with head- 
quarters at Columbus. Both men have 
represented the Mutual Life in Chicago 
for some time past and have had ex- 
tended experience both in life and in 


HAD BIG AGENCY CONFERENCE 





Columbus, O., Office of Equitable Lif, 
Held Three-Day Convention at 
Cedar Point 





The Columbus, O., agency of the 
Equitable Life of New York under the 
direction of Harry A. Chipman, agency 
manager, held its second educational! con- 
ference at Cedar Point on Lake Erie, 
following a 60-day campaign in which 
597 applications for a volume of $2,887. 
643 of business was written. The agency 
is not yet three years old but the above 
achievement is some indication of the 
tremendous rate of speed at which they 
are traveling. Incidentally this agency 
showed something over a 400 percent 
increase in paid business during 1925, 

Second Vice-president John A. Steven- 
son was one of the principal speakers 
at the conference. Agency Manager 
A. M. Embry of Kansas City, J. W. 
Nolan, assistant agency manager at St. 
Paul, and John W. Mulford, assistant 
manager at Cincinnati, were among the 
other visiting guests who contributed 
very largely to the success of the con- 
ference. An outstanding feature of the 
program was the fact that nothing was 
said about policy forms, premiums, divi- 
dends, net cost or competition, the 
speakers all concentrating on the im- 
portance of filling human needs. 





Tells How Widows Are “Gypped” 


“How the ‘Gyps’ Try to Get the 
Widow’s Life Insurance Money” was 
the subject of a five-minute radio talk 
given at Cleveland through Station 
WTAM, by Dale Brown, manager of 
the Cleveland Better Business Bureau. 
Mr. Brown explained many of the 
common ruses resorted to by crooks and 
stock promoters in their endeavors to 
mulct widows out of their insurance 
funds, and presented a strong plea for 
the trusteeing of the funds, either with 
the insurance company or with a trust 
company. 





Lansing Insurance Picnic 

The second annual picnic of Lansing, 
Mich., insurance forces, at Park Lake, 
proved even more successful than the 
first one last summer. More than 400 
attended. 

The sports program was in charge of 
Clyde B. Smith, local agent. The Lansing 
Life Underwriters Association provided 
a crack baseball team which downed the 
Fire & Casualty Underwriters Associa- 
tion, 6 to 3. The fire and casualty 
forces, however, bested the life agents at 
the tug-of-war and the fire and casualty 
girls also upheld the prestige of this 
branch of the business by winning from 
the life girls, 9-4. 

The big feature was the picnic dinner 
and barbecue, followed by dancing, began 





accident and health insurance. 


in the pavilion. 
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STANDARD FORM UNNECESSARY 





North Dakota Supreme Court Holds 
Policy Legal So Long as It Con- 
forms to Requirements 





The North Dakota supreme court 
holds that policies written by life insur- 
ance companies doing business in North 
Dakota need not be written on the 
North Dakota standard form. Decision 
was made in case of Mary Mathilda 
Young vs. the Mutual Trust Life, ap- 
pealed from the district court of Ramsey 
county. Decision sustained a previous 
ruling by the lower court. Mrs. Young 
appealed the case on the ground that 
the provision “determining the surrender 
value of her husband’s policy in the 

















event it was permitted to lapse differed 


from that in the state law. Under the 
state law, dividends due a policyholder 
are automatically applied to keep the 
full face of the policy in effect as long 
as the dividend payment permits. 
Young’s policy provided that in the ab- 
sence of other agreement the dividend 
should be used to purchase paid-up in- 
surance. Young died four days after 
his policy had lapsed and his widow re- 
ceived some $2,500 less under the policy 
than she would have received had it 
been written on the state form, despite 
the fact that her husband, prior to his 
death, had begun negotiations to pay 
the premium by giving a note. 

It was held that where notes have 
from time to time been taken in pay- 
ment of premiums or _ installments 


thereof, and where, in effecting collec- 
tion, such notes have been extended 
from time to time, such course of deal- 
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jng does not amount to a waiver of the 
policy stipulation requiring the payment 
of premiums in advance. 


Waiver Not Indicated 


Where a policy provides for the pay- 
ment of premiums in advance, the re- 
tention of a dividend, which is less than 
the amount of a premium installment 
due, for four days after the expiration 
of the grace period, during which period 
the insured had indicated in writing his 
desire to have the dividend applied in 
reduction of the amount due and the 
balance extended, does not evidence a 
willingness on the part of the defendant 
to receive less than the amount of a 
premium installment in advance, nor a 
waiver of the governing policy pro- 
visions. 

Where a policy form other than the 
North Dakota standard form is em- 
ployed to express the contract, and 
where it conforms to the requirements 
in that it contains a provision that upon 
default in the payment of premiums the 
owner of the policy is entitled, at his 
option, to the cash surrender value, to 
paid up insurance for a lesser amount 
than the face of the policy, or to ex- 
tended insurance for a limited time, and 
a further provision that, upon the failure 
to elect, the insurance shall be continued 
as participating, paid up insurance for a 
reduced amount, the policy, upon its 
lapse for failure to pay premiums, is 
governed by the latter provision, not- 
withstanding an automatic provision for 
extended insurance in the prescribed 
standard form. 


Wilson Insurance Day Speaker 


Henry F. Tyrrell, legislative counsel 
for Northwestern Mutual Life, and 
chairman of the speakers’ committee for 
Wisconsin Insurance Day at Milwaukee 
Oct. 20, sponsored by the Insurance 
Federation of Wisconsin, has announced 
that Joseph R. Wilson, manager of the 
development division of the Maryland 
Casualty, has been secured to speak at 
the morning session. Mr. Wilson’s sub- 
ject will be “Insurance Counsellors.” 
He is a brother of the late President 
Woodrow Wilson and has made a repu- 
tation as a speaker on insurance topics. 
Other speakers will be announced later. 

The dates for Wisconsin Insurance 
Day were given by error last week as 
Oct. 17-1x. The correct date is Oct. 20 





Plans for Patterson Convention 


The A. E. Patterson agency of the 
Equitable Life of New York has found 
it necessary to change the place of hold- 
ing its educational conference from Lake 
Delavan, Wis., to West Baden, Ind., 
Sept. 2-3. The guests at the conference 
will be Vice-President F. H. Davis, 
Second Vice-President John A. Steven- 
son, R. z Truesdale of the Gierhard 
agency of New York City and W. R. 
Flower “of the Iowa agency at Des 
Moines. 


Attended Iowa Conference 


H. F. Berls of Chicago, inspector of 
agencies of the Equitable Life of New 
York, and A. E. Patterson, head of one 
of the large agencies of the company in 
Chicago, attended the Iowa state agency 
educational conference at Inter-Laken 
park, Fairmont, Minn. M. C. Nelson, 
the new Iowa manager, was in charge. 
Vice-President F. H. Davis was present 
as a guest, as were A. M. Embrey, 
manager at Kansas City, and W. W. 
Klingman, manager at St. Paul. 


Old Line Life Outing 


Office employes of the Old Line Life 
of Milwaukee held their annual picnic 
at Golden Lake. About 350 attended. 
The feature of the afternoon’s program 
was the baseball game between the acci- 
dent and health and the life departments, 
which the former won. The picnic 
closed with a dance in the evening. 





Agree on Change in Territory 


In changing territory of the life de- 
partment of the Aetna Life in Indiana, 





General Agent W ide of Chicago and 
General Agent Rollo Page of South 
Bend have agreed that Lake and Porter 
counties in Indiana, formerly under 
their control, would be assigned to Rollo 
G. Page of South Bend. 
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INTOLERANT OF PART TIMERS 





Richmond Life Underwriters Associa- 
tion Is Opposed to Suggestions 
Offered by General Agents 





RICHMOND, VA., Aug. 18.—James 
E. Woodward, life agent at Richmond 
for the Travelers, and a former presi- 
dent of the Richmond Association of 
Life Underwriters, is opposed to the 
plan of Ernest H. Perkins, general agent 
here for the Provident Mutual, for 
giving part timers a trial to see whether 
they could be developed into full timers. 
The plan is to give them three months of 
instruction and then to test out in the 
field for three months any who may 
give promise of becoming regular pro- 
ducers. Those who look like promising 
material would be selected and put on a 
full time basis, the others being weeded 
out. 

“I am opposed to that plan and to any 
other plan which would let down the 
bars to part timers,” said Mr. Wood- 
ward the other day. “The companies 
have schools of instructions to equip 
men to become life salesmen and in my 
opinion a man should attend school for 
at least a year before being turned out 
in the field. 
make up his mind that he is going to be 
an insurance man before he begins to 
take the course, That is what they do 
in professions.” 

Mr. Woodward served as chairman of 
the executive committee of the Rich- 
mond association last year. In that 
capacity, he had occasion to observe 


Furthermore, he ought to | 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy ferms and Services of Agency Supervisor in de- 
velopment of ‘territory. 


For Full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 

















DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
wever hasty—always forward to accomplishment.’ 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, and the notable 
changes and Le pen py | now marki its history in meeting the requirements of in- 
ones demand @ quickening growth are evolved from almost a century of experience 

success. 

Policy contracts completely revised in 1925. New contracts attractive in appearance, 
phrased in query aay language “easy to read,” easy to tand and to construe. They 
contain all the old mags p— justified by experience and all the new warran 
and by the knowledge of experience. Improved Disability and 
under new sions. 

Salary uction (allotment) Plan of insurance now written by the Company. 

Children’s Insurance now written on standard forms, a 10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A ity of policy loans granted locally at Managing Agency Office: 

The ipeny writes all standard forms of insurance. Same terms to. men and women, 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 
eat" with the new spirit new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - New York Gu, New York 
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Company 














THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


53.3% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 





Once a Policy- 
holder—Always 
a Prospect. 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 


that certain general agents were trying 
to put over plans to employ part timers. 
In each instance, he says, he opposed 
the move, and threatened to have them 
debarred from the association if they 
put their plans into effect. 

Mr. Perkins laid his plan before the 
association several weeks ago. Since 
then, there has been much discussion 
of it among the membership. For the 
most part, the agents seemed to be un- 
compromisingly opposed to it. While 
the plan appeals to some of the general 
agents and managers as a rather attrac- 
tive one, worth trying out, it is reported 
that most of them favor sticking close 
and fast to the rules of the association 
which ban part timers of ail sorts. 
Action on the proposal of Mr. Perkins 
will probably be taken early in the fall. 


Barr in Richmond 


J. F. Barr, vice-president and super- 
intendent of agencies of the Kansas 
City Life, was in Richmond, Va., to 
confer on a general agency appointment 
there. The Kansas City Life has been 
without a general agent in Virginia 
since Fred Neikirk died several months 
ago. 








Write Big Policy 


A $1,000,000 policy, said to be the 
largest thus far written in Texas, has 
been written by the Southland Life on 
the life of Chester L. Jones, new presi- 
dent of the Sanger Brothers department 
store in Dallas. Mr. Jones is the head 
of Jones, Inc., which operates a chain 
of department stores with headquarters 





in Kansas City. The chain is rapidly 
expanding and it is planned to have a 
huge system of department stores 
throughout the central part of the coun- 
try. The policy was written by Pres} 

dent Harry L. Seay and Vice- -president 
Clarence E. Linz of the Southland Life. 
It was one of Mr. Jones’ first acts after 
moving to Dallas to take over the active 
management of the store in that city. 





Seeking General Agent 


The New England Mutual Life was 
still in quest this week of a general 
agent to succeed Walter W. Barrow at 
Richmond, Va., resigned. The Rich- 
mond office covers eastern Virginia 
territory. Western Virginia territory js 
covered by the Roanoke office. Paul 
Collins, from the home office, has been 
looking after the Richmond agency 
since the resignation of Mr. Barrow. 





Heads Security L. & T. Producers 


R. C. Collins, one of the leading pro- 
ducers of the Security Life & Trust of 
Winston-Salem, N. C., was elected presi- 
dent of the company’s $100,000 Club at 
the recent annual convention. 





United Fidelity Increases Capital 


The United Fidelity Life of Dallas 
has amended its charter, increasing its 
capital stock from $200,000 to $250,000. 





American Reserve in Arkansas 


The American Reserve Life of Omaha 
has been licensed in Arkansas and will 
begin business there in the late fall. 











PACIFIC COAST AND MOUNTAIN FIELD | 














































FIRM AS THE 
RUGGED COAST or MAINE 


Enduring Substantial --- Dependable, 
with New England conservatism, and too, 
“easy to do business with,’ whether as 
Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


PORTLAND MAINE 


























Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 


insured carried no other insurance. 

A National Life Contract offers the opportunity for increased 
earnings through selling more insurance to more people. Top contracts available in 
choice territory. 


4 National Life Association - 





Des Moines, Iowa 

















Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 
3, BARR BARRY MAHOOL. Vice-President DR Ma IGLEHAR?, Manel Once” 






















FEATURES THE COAST AGENCY 





People’s Life of Frankfort, Ind., Gives 
Much Credit to the Pyle- 
Nettleship Company 





The Peoples Life of Frankfort, Ind. 
features in its agency bulletin the Pyle- 
Nettleship Company, which is state 
agent with headquarters at Los An- 
geles. A little over a year ago the 
Peoples Life was licensed in California, 
Harry L. Carmack opening up the ter- 
ritory. About -three weeks ago the 
Pyle-Nettleship Company contracted as 
state agent to operate independent of 
the Carmack agency and develop the 
Pacific coast territory. The past three 
months the two agencies have pro- 
duced more than $500,000 for the com- 
pany. Chester R. Pyle is the financial 
counselor of the agency, being a suc- 
cessful business man of Pasadena, Los 
Angeles and Long Beach. He is secre- 
tary and treasurer of the Rust Furni- 
ture Company of Pasadena. He owns 
the Chester R. Pyle building and the 
Pyle’s Garage Company of Pasadena. 
He is a partner in the Clark R. Cook 
Company and has the Ford agency at 
San Pedro and Long Beach. He also 
is a partner in the George Clark Com- 
pany which is the Dodge agent at San 
Pedro. George M. Nettleship is the life 
insurance man of the firm, having filled 
a number of life insurance positions 
both at the home office and the field. 
He is a native of England but has 
lived in this country since 1899. 





Los Angeles Managers Elect 


W. H. Moir, general agent of the 
Home Life, was recently elected presi- 
dent of the Life Managers’ Club of Los 
Angeles. Other officers elected in- 
cluded Charles F. Brust of the joint 
general agency of Brust & Von Breton, 
Guardian Life, vice-president, and Ward 
H. Porter, general agent Fidelity Mu- 
tual, secretary. 


Purchase Big Investment Firm 
Lee A. Phillips, executive vice-presi- 
dent of the Pacific Mutual Life, and O. 
Rey Rule, a member of the board of 
directors of the company, have recently 











acquired control of the Elliott-Horne 
Company of Los Angeles, the largest 
exclusive dealer in special assessment 
bonds in Califorinia. 

Mr. Phillips is also president of the 
Pacific Indemnity, the Pacific Finance 
Corporation, Rule & Sons, and the 
Central Investment Corporation, and 
director of a number of other financial 
institutions. Mr. Rule is vice-president 
and secretary of the Pacific Finance 
Corporation and vice-president of the 
Pacific Indemnity. 





Attended the Conference 


Leroy A. Miner, assistant agency man- 
ager of the A. E. Patterson agency of 
the Equitable Life of New York in 
Chicago, was chosen to attend the edu- 
cational conference of the B. F. Shapro 
Agency of Oakland, Cal., which was 
held in the Yosemite Valley. George 
A. Rathbun of Los Angeles recently 
had a conference with his men and Kel- 
logg Van Winkle of Los Angeles had 
his educational corference at San Diego. 
The Equitable arranges for these edu- 
cational conferences where a city and 
country territory is combined under one 
management. 





Launch New Assessment Company 


The Paramount Mutual Life Insur- 
ance Association of Los Angeles, a 
mutual benefit association, has recently 
been organized by Abbott & Finck, in- 
surance brokers of that city, under Sec- 
tion 452-a of California insurance laws, 
which provides that “associations of any 
number of persons may be formed for 
the purpose of paying the nominee of 
any member a sum, upon death of the 
member, not exceeding $3 for each 
member, but not exceeding, in any case, 
the sum of $3,000.” 





New Company Starts Writing 


The Northwestern Life & Accident of 
Seattle started active writing of life in- 
surance this week. Brownlee, 
president and founder, is an executive 
of ability in addition to being an experi- 
enced life underwriter, his first applica- 
tion being written in 1892. 

The new company was financed well 
within the limit prescribed by the Wash- 
ington law, the capital at this tinme be- 
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ing $116,100 with surplus of over $50,- 
000. The officers are: T. C. Brownlee, 
president; N. H. Seil, secretary and 
treasurer; Dr. H. A. Wright, medical 
director, and W. M. Whitney, attorney. 
The company will write the various 
forms of life and endowment insurance 
and will feature a charter policy com- 
bining new provisions, giving all the 
advantages of both life and endowment 
insurance. 

Consulting Actuary Barrett N. Coates 
of San Francisco has had all the actu- 





arial work in charge. Home offices of 
the company, Central building, Seattle, 
have necessarily been made larger to ac- 
commodate the growing organization. 





Hart Is Portland Speaker 


Hugh D. Hart, of the general agency 
firm of Hart & Eubank, representing 
the Aetna Life in New York City, was 
a Portland visitor the past week. 
While there he was the guest of the 
assembled Aetna staff and gave an in- 
teresting and educational address. 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 











RECORD ON NONCANCELLABLE 





Vice-President D. M. Baker of the 
Pacific Mutual Life Comments 
on Its Attitude 





Vice-President D. M. Baker of the 
Pacific Mutual Life in speaking of the 
company’s noncancellable accident and 
health business stated that it had col- 
lected something over $10,000,000 in 
premiums on this class. He said that 
the policy would be to increase its vol- 
ume in this regard. Recently it added 
partial disability and hospital benefits to 
the noncancellable policy. He said that 
there are some claimants that have been 
paid benefits during the entire time that 
the Pacific Mutual has been writing this 
class, viz, eight years. 

He stated that a number of com- 
panies have discontinued writing non- 
cancellable disability on account of the 
heavy reserves imposed by the New 
York department. He says that the Pa- 
cific Mutual is satisfied to put up the 
required reserves which now amount to 
considerably over $1,000,000 in excess 
of its added income. He stated that it 
will be a number of years before there 
will be any available profit under this 
plan, but he feels that ultimately there 
will be a reasonable profit. 





Announce More Speakers 


Two additional speakers for the an- 
nual convention of the Health & Acci- 
dent Underwriters Conference, to be 
held at Gloucester, Mass., Sept. 9-11, 
have been announced. John W. Downs, 
general counsel for the Insurance Fed- 
eration of Massachusetts, will speak on 
“Legislation Attempted in Massachu- 
setts, Affecting Health and Accident In- 
surance.” Dr. William B. Bailey, econ- 
omist for the Travelers, will be another 
speaker, his topic, however, not having 
been announced as yet. 





Many Promotions Announced 


The National Life & Accident has an- 
nounced a number of field promotions. 
A. B. Venable, formerly at Beaumont, is 
now manager of the Kansas City, Mo.., 
district. D. E. VanNorman, formerly 
superintendent in the Little Rock dis- 
trict, has been promoted to manager of 
the Beaumont district. Mr. VanNorman 
has been with the company since 1917 
and has been superintendent since 1921. 
Oo. J, Lillevig, who has been an agent 
in Akron for a number of years, has 
been appointed superintendent’ there. 
W. M. Maher of Wichita, Kan., has been 
promoted to a superintendency there. 


Policy Provision Construed 


Total Disability from Date of Acci- 
dent Construed—The policy provided for 
indemnity for injuries disabling or pre- 
venting insured from date of accident 
from performing any and every kind of 
duty pertaining to his occupation. Plain- 
tiff, a fireman, suffered an injury on 
Dec. 21, 1921. On May 4, 1922, he dis- 
covered that he had hernia which was 
the result of the accident. On account 
of the hernia, he was compelled to stop 
working on July 14, 1922. Held that 
plaintiff was not entitled to recovery. 
Total disability from an accident which 
does not begin until several weeks after 
its occurence is not within the terms of 
a policy insuring against accident if the 
injury shall wholly and continuously dis- 
able insured from date of accident. Pen- 
quite vs. General Accident, Sup. Ct. Kan- 
sas. June 12. 





GETTING ON A BETTER BASIS 





Companies Find That More Careful 
Underwriting Is Having Its Effect 
on Health Insurance 





The companies writing health insur- 
ance have been able during the last year 
or so through more careful underwriting 
and more stringent exactions to get this 
class of business on a more favorable 
basis. Most companies are offering no 
inducements for health insurance. Some 
have cut the commission on the health 
end of the premium or are urging a 
waiting period. Rates have been in- 
creased in many cases. The companies 
are more strict in regard to taking 
health applications. As a matter of fact 
many companies are using the soft pedal 
on their health insurance, only taking 
it as they have to. Health and accident 
insurance is inseparably linked and very 
few companies can afford to eliminate 
health coverage entirely. 





Herbert H. Jones Promoted 
Assistant Manager of Ordinary 
Agencies Herbert H. Jones of the Ameri- 
can Bankers has been appointed mana- 
ger of agencies. He was formerly head 
of the Cooperative Live Stock Market- 
ing Association in Paris, Tenn., and then 
went with the State Board of Ento- 
mology at Knoxville, Tenn, He was 
connected with the Ralston Purina Com- 
pany of St. Louis, traveling in Kentucky 
and Tennessee. He became an agent for 
the American Bankers, July 7, 1923, and 
on April 1, 1925, was made assistant 
manager in charge of ordinary produc- 

tion in the industrial department. 





| NEWS OF LIFE POLICIES 
— ———_——————— — : 
New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, oe, eptins the “Unique Manual- 
Digest,” publi nnually in May at $3.50 and the 
“Little Gem.” published annually in April at $2.00. 
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NOT TO DEMAND AGREEMENT 





Equitable Life of New York Abandons 
Old Custom of Requiring the 
Trust Compact 





The Equitable Life of New York an- 
nounces that it will no longer require its 
policyholders to file with it copies of 
trust agreement involving the benefits 
under its policies at the time of issuing 
the policy or changing the beneficiary to 
a trustee. Most companies are abandon- 
ing the old time demand of requiring a 
copy of the trust agreement. Some still 
lumber up their files by insisting on a 
copy. The Equitable simply requires 
the applicant to state on the beneficiary 
line in the application “for the benefit of 

trust company as trustee.” The 
Equitable as well as some other com- 
panies required copies of trust agreement 
to protect it in case the effect of the 
agreement was to make the trustee an 
assignee rather than a_ beneficiary, 
changeable at the will of the policy- 
holder. 

It has been found by experience, how- 
ever, that in most cases such trustees 
are simply beneficiaries, particularly as 
newer and more flexible types of trust 
agreements have appeared. This ren- 
dered largely unnecessary the consider- 


HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 




















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
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} ife Health Accident 
' Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 























COLUMBUS, OHIO 
If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 
If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M, CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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able administrative expense involved in 
reading through hundreds of such 
agreements to be sure that they did not 
involve assignments. It was this con- 
sideration which induced the change. 
The responsibility of the company, in 
case an assignment has been made 
through such an agreement will be lim- 
ited to those cases where it has been 
notified either by the policyholder or by 
the trustee. A number of other com- 
panies have already adopted the new 
rule as a means of curtailing expenses. 
In connection with the announcement, 
the company has warned its agents to 
make sure that the insured understands 
exactly what is done under a trust 
agreement. Naming a trustee without 
an agreement or. without stating the 


J.J.Shambaugh 


President 








a real Missourian and we'll 
show hima chance of a life time 


We have agency openings in Missouri 
that will surprise you for their possi- 
bilities in the production of insurance. 
There’s a world of business in every 
town and city we have available. 
“Show us” what you think you can do 
and we will “Show you” what you 
ought to do—and we'll help you do it! 





objects of the trusts and the beneficiary 
thereunder is apt to prove expensive. 
The insured may also find himself de- 
prived of the rights under the policy 
during his lifetime unless his legal advis- 
ers understand clearly that he wishes to 
retain these rights. A pamphlet out- 
lining these dangers has been written 
by Walter G. Schelker, assistant secre- 
tary. 


NEW MANUAL IS PUBLISHED 
Missouri State Life Gives Schedule of 


Reduced Rates and Liberalized 
Features on Policies 


The new manual of the Missouri State 
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CONDITION—DECEMBER 31, 1925 
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Capital and Surplus.............. 


Insurance in Si ciia. oie dheciedtecccetiavceces 69,037 ,822.00 


Men of Sales Experience Will Be Interested in the Liberal Agents Con- 


THE CAPITOL LIFE INSURANCE COMPANY 
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Life has been distributed, showing 
liberalizations and reductions on many 
policy forms, as well as the announce- 
ment of several new forms. The com- 
pany has issued a modified life policy 
which is new. It has discontinued its 
old endowment at 85 and in its place 
has issued four new forms, ordinary life 
participating after 20 years, 20 pay life 
participating after 20 years, 15 pay life 
participating after 20 years and 10 pay 
life participating after 20 years. The 
annual rates per $1,000 on these four 
new forms are as follows: 





--Profit Sharing After 20 Years— 

Ord. 20-Pay 15-Pay 10-Pay 

Age Life Life Life Life 
10-14 $13.16 $20.16 $24.48 $33.34 
> ecevss 13.1 20.16 24.48 33.34 
3S svccce 13.41 20.45 24.84 33.82 
17 13.67 20.76 25.21 34.32 
18 - 13.94 21.08 25.59 34.84 
19 14.22 21.41 25.99 35.38 
20 14.51 21.76 26.40 35.94 
i seedee 14.81 22.11 26.83 36.51 
aera 15.11 22.48 27.28 37.11 
BO se6see 15.43 22.87 27.74 37.73 
me ecceee 15.76 23.27 28.22 38.38 
25 eee 16.12 23.68 28.71 39.04 
BS ccccee 16.51 24.12 29.23 39.73 
aT. ¢seeee 16.93 24.57 29.76 40.45 
| <¢6sees 17.38 25.03 30.32 41.19 
a scs0es 17.86 25.52 30.89 41.96 
ae -esenes 18.36 26.02 31.49 42.76 
mE s8eeve 18.82 26.55 32.11 43.59 
Se ecsees 19.28 27.10 32.76 44.45 
SE cceses 19.75 27.67 33.43 45.34 
Be eeccee 20.25 28.27 34.13 46.26 
a teas . 20.82 28.89 34.85 47.22 
¢ 29.54 35.61 48.21 

30.23 36.39 49.25 

30.94 37.21 50.31 

31.69 38.07 51.42 

32.47 38.96 52.57 

33.3 39.89 53.76 

34.17 40.86 55.00 

35.09 41.88 56.30 

36.06 42.95 57.64 

37.09 44.07 59.03 

38.17 45.24 60.49 

39.41 46.48 62.00 

40.74 47.78 63.58 

42.15 49.14 65.22 

43.66 50.58 66.92 

45.28 52.09 68.69 

47.02 53.68 70.54 

48.87 55.36 72.46 

50.85 57.14 74.46 

52.94 59.07 76.56 

55.16 61.23 78.74 

57.54 63.52 81.03 

60.09 65.96 83.43 

62.84 68.53 85.95 

65.79 71.32 88.61 

68.50 73.94 91.41 

71.41 76.74 94.37 

74.56 79.76 97.51 

77.96 83.00 100.84 

81.63 86.49 104.38 





The company has also changed its 
rules in regard to the writing of a num- 
ber of policies. It will now write its 
economic line for amounts of $1,000 
and up. Heretofore the minimum was 
$2,500. Also the company will no longer 
reduce the commission on policies of 
less than $2,000. It is believed that no 
agent desires to write a policy of less 
than $2,000 and should not be penalized, 
if it is necessary. Another liberalization 
has been effected in the reduction of 
semi-annual, quarterly and monthly 
rates, semi-annual premiums being 51 
percent, quarterly premiums 26 percent 
and monthly premiums 8.75 percent of 
the annual premiums in the future. No 
deductions will be made in the future 
for semi-annual, quarterly or monthly 
premium to complete the balance of 
premium payment for the policy year 
current at the time of death. 

A substantial reduction has been 
made in the non-participating rates of 
the entire line, the new rate per $1,000 
on the chief non-participating policies 
being as follows: 

————Non- Participating 


20 Pay 
End. End. Ord. Life Life 20 Yr. 10 Yr. 
Ine. Ine. 

Ageat75 at65 Ben. Ben. End. End. 
15 13.31 14.58 17.45 $27.91 40.70 23.56 
16 13.58 14.94 17.68 28.19 40.74 23.57 
17 13.87 °15.32 17.94 28.49 40.79 23.58 
18 14.19 15.72 18.20 28.80 40.84 23.59 
19 14.50 16.15 18.48 29.12 40.88 23.60 
20 14.85 16.59 18.75 29.46 40.93 23.62 
21 15.20 17.06 19.06 29.80 40.93 23.62 
22 15.58 17.56 19.38 30.10 41.02 23.63 
23 15.97 18.09 19.71 30.54 41.04 23.64 
24 16.39 18.64 20.05 30.92 41.05 23.64 
25 16.84 19.23 20.42 31.33 41.06 23.64 
26 17.29 19.86 20.81 31.74 41.07 23.65 
27: #17.77 #+:20.53 21.21 32.17 41.11 23.66 
28 18.28 21.23 21.64 32.61 41.16 23.66 
29 18.82 21.99 22.08 33.07 41.23 23.67 
30 19.39 22.78 22.55 33.55 41.32 23.67 
31 20.03 23.64 23.04 34.05 41.42 23.68 
32 20.68 24.56 23.56 34.56 41.54 23.69 
33 21.23 25.59 24.11 35.09 41.67 23.71 
34 21.78 26.59 24.69 35.65 41.82 23.73 
35 22.42 27.71 25.30 36.22 41.99 23.76 
36 23.13 28.92 25.93 36.81 42.19 23.80 
37 23.97 30.23 26.62 37.44 42.42 23.84 
38 24.86 31.59 27.33 38.09 42.67 23.88 
39 25.81 33.07 28.08 38.76 42.99 23.92 








20 Pa 
tnd. End. Ord. Life Life 20 Yr. 10 yr 
Inc. Ine. 
Ageat75 at65 Ben. Ben. End. End 
40 26.83 34.65 28.89 39.47 43.33 23.97 
41 27.96 36.39 29.73 40.19 43.71 24 03 
42 29.16 38.27 30.64 40.96 44.14 248 
43 30.43 40.49 44.62 24.14 
44 31.77 43.02 45.15 24.99 
45 33.21 45.74 45.74 24.97 
46 34.76 48.68 46.39 24.35 
47 36.44 61.81 47.12 24.45 
48 38.23 55.15 47.93 24.55 
49 40.16 58.77 48.83 24.66 
50 42.26 63.11 . 24.7 
51 44.56 68.14 
52 47.10 73.94 
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54 53.22 88.94 
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Northern Life 


The suicide clause in policies of the 
Northern Life of Seattle has been ex- 
tended from one year to two years, and 
a similar extension has been made in the 
company’s incontestable clause. The in- 
stallment options have all been arranged 
on a monthly basis, with no annual in- 
stallment option. 


. 


Union Central Life 


The Union Central Life has issued the 
rate schedule on its new productive pe- 
riod protection policy, which is a special 
form with a larger amount of protec- 
tion during the years before age 65 
than can be obtained for the same pre- 
mium on the ordinary life basis. The 
policy carries a constant premium, but 
the protection after age 65 is one-half 
of that before age 65. The rates for 
$10,000-$5,000 are as follows: 





Prem. Age 

$140.30 — eae 
142.40 Boseceonees 
44.60 | eae 
146.70 34 

149.00 Mveecoveese 
151.40 Ticeceeeeeene 
154.00 i caeetenens 
156.60 Meeseeeeess 
159.40 Deaton esecewe 
162.20 GPeceetosees 
165.40 Sheccentenes 
168.50 eee 
171.80 OS 
75.30 Gee secaceeds 
179.00 GBo ccodsevsses 
182.80 








Midland Life of Missouri 


The Midland Life of Kansas City has 
decided to write non-medical risks be- 
tween ages 15 and 45. The maximum 
will be $2,000. 





| LOCAL ASSOCIATIONS | 











Madison, Wis.—About 60 insurance men 
and their families attended the annual 
picnic of the Madison association. A 
kittenball game furnished amusement in 
the afterncon. There were two teams, 
captained by F. J. Terry and Arthur 
Lowe. Mr. Lowe's side won, 15 to 12. 
A picnic supper was served. 

*x* * x 





Cleveland.—The fall series of meetings 
of the Cleveland association will open 
Sept. 10, with Dr. Charles J. Rockwell, 
head of the Rockwell Life Insurance 
Training School, as the _ principal 
speaker. 

* *k * 
Greensburg (Pa.)—The Greensburg 





association has elected the following of- 
ficers for the ensuing year: Chairman, 
Cc, M. Sitt, Equitable; secretary, Spencer 
M. Free, Jr., Missouri State Life; ex- 
ecutive committee, S. B. Reyburn, Equi- 
table of Iowa; Glenn C. Vance, North- 
western Mutual; S. M. Waugaman, Con- 
necticut General; J. W. Holmes, Pruden- 
tial, and J. G. McSteen, Canada Life. 
- 


Waterloo, Ia—Fred C. Repass of 
Waterloo was the principal speaker at 
the Waterloo .Life Underwriters’ Asso- 
ciation meeting last week. His topic 
was “Term Insurance and Its Proper AP- 
plication.” At the meeting the associa- 
tion passed a resolution to make a strong 
bid for the insurance scholarship offered 
by the National association for the 
club that shows the largest percentage 
of growth during the present drive. 
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Program Insurance Seen as the Most these three factors.” cies. Short term endowment policies 
Logical, Intelligent and Business- ag om mature. The cash value of life policies 


Like Method of Selling Life Policies One type of written program - that shown at age 65, although this may be 


not be the panacea for all the 

agent’s ills, is nevertheless the most 
logical, intelligent and business - like 
method of selling life insurance that has 
been developed in the past decade. All 
of the most capable and successful life 
underwriters in the country have given 
it careful study and consideration. It 
was one of the most important and in- 
teresting subjects discussed at a recent 
agency convention of the Pacific Mutual. 


Prroe bet insurance, while it may 


Insurance Must Be 
Sold to Fit Needs 


Introducing the subject, Arthur ; 
Parsons, vice- president of the company, 
declared that insurance could no longer 
be sold successfully by the old hit-or- 
miss system. “A man buys insurance,” 
he said, “to cover some specific point 
and with a specific idea in view. To me 
the poorest possible selling argument, 
from an insurance point of view, is to 
ask a man to take out another policy or 
to round out his insurance to an even 
figure or to put 10 percent of his earn- 
ings into insurance. These are not argu- 




























programs and all have been based on ; sured will receive if he outlives his poli- 
show the cash available at the age they 
and long term endowments is usually 


many agents of the company have used changed if thought desirable. Under the 
ments and there is no appeal in such with great success was worked out by aS ne age a te 
remarks. Men are actuated to buy by a | General Agent Wetzel of Kansas City. | we usually ie’ Gidiom . - ny Sane 
specific desire to take care of some spe- It consists of several separate forms. pewmmer-ary J me Pe eny Cams ane Sem 
oo The first is the premium calendar. The | cancellable policies. The present insur- 


cific aim in life. second is the program proper which is | ance is entered with black ink and if 
Program Insurance Deals arranged to take care of a man’s needs | the man carries a good line that is all 
with Basic Principles in the following order: (1) Cash at | we usually enter. If only a very small 


“ . . death for (a) debts, (b) inheritance tax, | portion of the program is completed, 
I presume that on the entire country (c) administration cost, (d) last illness | however, we often enter the needs not 

not 10 percent of the life insurance and funeral, (e) mortgage and (f) fam- | covered in red ink. 

policies carry proper settlement endorse- | jjy adjustment; (11) Monthly income “The third sheet is for a summary of 

ments. Men deprive themselves to pay | for wife; (III) Educational fund for | insurance carried and the fourth is a 

premiums, and it is neither right nor | children; (IV) Old age and retirement | policy sheet giving detailed information 

fair to let them go on carrying lump | fund; and (V) Disability income protec- | about one policy. Each program con- 

sum insurance which may, nine chances | tion. The first thing is to determine the | tains as many of these policy sheets as 

out of ten, defeat their purpose. It is | prospect's actual needs by fitting his | the man has policies. 

the y a > aia we . . a 

the agent’s business to see that things | present policies into the program to Ask for Detailed 


will come out as planned. cover as many needs as possible. It is : 
“ vale ee = Ee nae . « : Informa About Prospect 
Program insurance is based upon| then very easy to see what needs are nfo tion ut Prosp 
three considerations: first, the needs of | not covered. “In addition to the forms mentioned, 
the man; second, the cost; and third, we use two other separate sheets. when 


, 
the ability to pay. After all, program | This Plan’s Successful arranging a program. One of these is 
insurance must come back to the basic Application Is Shown filled out by the prospect and asks the 
principles, first, of taking care of im- What successful use he has made of | following questions: Give amount of 
mediate necessities; second, of tempor-| this type of written program was de- | mortgage on your home, if any; for the 
ary or longer income to cover the re-| scribed in detail by General Agent | purpose of suggesting possible inheri- 
adjustment period; and third, of the | Harry C. Fabling, who said, “Under the | tance taxes and administrator's fees, 
education of the children if there are | heading ‘Old age and retirement fund’ | please give approximate value of your 
any. I have seen all sorts of insurance ' we enter the amount of money the in- ! estate; give full name and date of birth 
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QRAMERIGCA, Farmers National Life Insurance Company 




















Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


INDIANA— OHIO— MICHIGAN— 


Seymour Lima Calumet 
New Albany Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
LaPorte Marietta Marquette 
Michigan City Springfield Battle Creek 
ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City ty 
Springfield Sioux City Cape Girardeau 
Murphysboro Council Bluffs Jefferson City 
Rockford Dubuque Moberly 


For further information communicate with 


A. O. Hughes, Vice-President in charge of Agencies 

















OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 
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ACTUARIES 





CALIFORNIA 





ARRETT N. COATES 
CONSULTING 
ACTUARY 


354 Pine Street - - San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 


Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 


23 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 








J H. NITCHIE 
° ACTUARY 


1523 Asean. Bidg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








IOWA 





L A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E L. MARSHALL 
oe 


CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
424 Argyle Bldg., Kansas City, Mo, 








Ae Cc. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 








ED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 




















of your wife; give full names and dates 
of birth of children. The second sheet 
is a receipt for the man’s policies which 
are always secured when making a pro- 
gram. The last and perhaps the most 
important part of our program is a 
letter of recommendation from promi- 
nent men which is inserted immediately 
following the last policy sheet. 

“There are several reasons why we 
believe that this form of program is best 
for general use. First, we like it be- 
cause of its simplicity, both from the 
standpoint of the agent and the insured. 
Second, it renders the insured a number 
of distinct services in addition to the 
actual program. Experience has taught 
us that in most cases it is as hard to sell 
a man the program alone as it is to sell 
him a policy. We sell the service and 
the program takes care of itself. Third, 
the program is prepared by the agent at 
his office or at home. Too many plans 
recommend the making of the program 
during the canvass. In most cases where 
a program is desirable, it is impossible 
for the agent to analyze the situation 
fully and properly in the presence of the 
prospect. 


Quotes Prospect to 
Show Program Value 


“A prominent business man recently 
made a statement to a general agent 
which to me so nearly expresses the 
general feeling about program presenta- 
tion that I am going to pass it on to 
you. He said, ‘Many agents have tried 
to sell me additional insurance simply 
because I had a large income and they 
thought ‘I should carry more than my 
present holding. None of these men 
were successful, but when one of your 
agents recently approached me _ by 
means of what you call the life insur- 
ance program, I was compelled to 
change my whole attitude and take sev- 
eral policies which I have lately placed 
with you. I believe that your efforts 
are the only scientific way of showing 
a man how much he ought to carry.’” 


Is Best Means of 
Approach to Big Risks 


While helpful with all classes of pros- 
pects, program selling is particularly 
useful in getting at the better class. It 
gets attention where all other means 
have failed. With a program the man 
sees his needs as well as hears about 
them. Any man can buy almost any- 
thing he wants to buy if he wants it 
badly enough. Programming is the best 
and most effective method of creating 
the desire, for it enables the prospect to 
visualize how inadequately his present 
insurance covers his needs. Amounts of 
$10,000, $20,000, or $50,000 seem very 
large but when they are rearranged or 
reapportioned to cover debts, mortgages 
and taxes, to provide education for the 
children, to give a monthly income suffi- 
cient for the widow to hold the family 
together, to make old age safe and in- 
dependent, the prospect readily sees how 
little he had really provided for all these 
most urgent needs. If finances prevent 
him from taking out additional insur- 
ance at the time, the conscientious in- 
telligent agent may be sure that he will 
receive his reward on the day when the 
prospect finds he is able to buy. 


Must Keep Interests 
of Prospect to Fore 


“If you work with the idea of a pro- 
gram in mind,” the convention was told 
by General Agent E. E. Henderson of 
Los Angeles, “stick to the interests of 
your prospect. They interest him. He 
will be even more interested if a me- 
dium program is suggested, a program 
that is somewhere near what he can 
handle. I approached a lawyer early 
this year. At once he said that my ser- 
vice to him suggested a professional 
service that was worth money and that 
he felt unabie to take enough insurance 
to justify my work. I finally took his 
policies and made some changes in the 
settlements. I asked about his will. 
That question put to a lawyer may 
seem presumptious, but it developed 
that both he and his wife had made 
wills that were securely resting in a 
safety deposit vault and that neither of 





the wills had been changed after the 
arrival of a son. It further developed 
that the bank that had been named as 
trustee had become defunct two years 
ago. The program was finished and the 
lawyer finally accepted $10,000 and non- 
cancellable protection to the amount of 
$200 a month. 

“In my first interview with a man 
recently he said he thought he could see 
a need for more protection, but he 
wanted low-cost insurance, the most he 
could get for the money. In other 
words, he wanted fraternal or assess- 
ment policies. I did not argue the point 
with him but he could see how he 
would be benefited by having all the 
facts of his coverage on paper in a brief 
understandable form. When I checked 
his policies I found he was paying 
almost as much at age 50 on his assess- 
ment insurance as he would have paid 
on ordinary life. He added $20,000 and 
has shown his record to three friends. 


Great Sales Traced 
To One Program Sale 


“My second application after entering 
the business was sold for the purpose 
of covering taxes to a man whom I had 
seen only once before. I made a record 
for him and suggested a program. He 
was an engineer and therefore used to 
figures. He was enthusiastic. He came 
to our Monday Morning Club and told 
his story of how life insurance was serv- 
ing him. I recently attended a Chamber 
of Commerce meeting in a Los Angeles 
suburb with this man., In the room 
were 8 people carrying $140,000 of life 
insurance which I had sold them, and 
my engineer friend had introduced me 
to every one of them. A program made 
3 years before was responsible for this 
business. 

“If you are capable of programming, 
you will leave the impression of eff- 
ciency. I explained this service to a 
vice-president of a large Los Angeles 
jobbing concern. He admitted that he 
took good care of the interests of his 
concern but that his own affairs went 
by the board. He thought, however, he 
might like to have all his financial in- 
terests recorded in a single book. He 
said it would probably not help me sell 
much life insurance as his wife was op- 
posed to it. Anyway, he said he would 
take anything that was free but that I 
was not to expect to sell him any ad- 
ditional insurance. His record was com- 
pleted. He became interested. At last 
his wife came to understand what in- 
surance could do. Forty thousand of 
insurance resulted and more will follow. 

“To use the programming plan in 
soliciting life insurance will compel 
definiteness. It will inspire greater con- 
fidence in and greater appreciation of 
the institution of life insurance. It will 
create not only the impression but the 
reality of efficiency and will do much to 
raise life underwriting to the plane of 
professional service.” 


Will Have Monthly Plan 


_ The State Mutual Life is now arrang- 
ing to have premiums paid monthly if 
the policyholder so desires. A number 
of State Mutual agents work with their 
policyholders on the budget system ar- 
ranging for all demands’ through 
monthly payments. They have been de- 
sirous of having a monthly payment sys- 
tem so that life insurance payments 
could be worked in with other items of 
monthly outlay. 


Report on Group Business 


The Metropolitan Life has issued a 
report on its group experience for the 
first half of this year, showing payments 
to beneficiaries on death claims of more 
than $4,000,000 and payments to policy- 
holders for total and permanent disability 
claims of more than $561,000. The total 
of $4,561,000 was distributed among 
2,846 death claims and 371 claims of 
total and permanent disability. The ex- 
perience showed that $165,000 was paid 
in June under group life policies in effect 
less than one year and $823,000 was paid 
for the same class of claims during the 
first six months of this year. At the 








beginning of the year the company hag 
outstanding $1,124,286,927 group insur. 
ance on 708,000 lives. 


Midland National Convention 


The Midland National Life agency 
convention was held at the Country 
Club on Lake Kampeska, Watertown, 
S. D., Aug. 3-5. About 75 field repre. 
sentatives were present. Dr. S. § 
Huebner of the Wharton School of 
Finance & Commerce, Philadelphia, 
gave a series of lessons in life insurance 
and several officers and field mer ,ook 
part in the program. 


- & 





Insurance Company 


STOCKS 


BOUGHT :: SOLD :: QUOTED 


Inquiries Invited 
Par Bid Asked 

Continental Casualty 

Continental Assurance 

New World Life 

Old Line Life 

Hartford Fire Ins 

National Fire Ins 

Aetna Fire 


CHARLES SINCERE 


CHICAGO 
231 So. La Salle St. 


Members New York Stock Exchange 
Members Chicago Stock Exchange 
Members Chicago Board of Trade 

INSURANCE STOCK DEPARTMENT 
Phone State 2400—Mr. H. W. Cornelius 











Stephen M. Babbit 
President 
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